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Nation- Wide Foot Health Week 


Every -—Man, Woman and (hild Needs a (hange 
of Shoes in April 


will observe Foot Health Week. April has 

been chosen because it is the time of year when 
feet require better care and more consideration, pro- 
fessional attention and well fitting shoes. It is the time 
of year when foot ills develop rapidly. 

“Weeks” of all kinds have been held in this country 
and some authorities argue that their effectiveness is 
spent. That may well be with respect to some feature 
“weeks” of the past, but here is a week designed to 
center attention on the foot—something new, which 
links up well with the country-wide interest in preven- 
tive medicine. 

If people can be persuaded 
to give just a trifle more than 
casual thought to the ills of 
the foot, the importance of 
keeping the feet well and com- 
fortably shod, and the results 
which follow in the wake of 
disregard of the principles of 
foot health, then the object of 
this “week” will have been 
accomplished and the natural 
common sense of the Ameri- 
can people can be trusted to 
draw the correct decision—and 
prevent foot ills. 

Members of the National 
Association of Chiropodists 
will be assisted by fellows of 
the National Association for 


D «- the week of April 22-27 the Nation 


Foot Health. These professional people, through train- 
ing and experience, are qualified to advise on matters 
relating to foot health in which their interest is 100 per 
cent. 

Nation-Wide Foot Health Week will carry the in- 
dorsement of State and National officials, writers of 
health columns, podiatrists and orthopedists. 

Articles featuring the “week” will be sent to news- 
papers throughout the nation. Shoe retailers will be fur- 
nished with an abundance of Foot Health material, with- 
out cost, including window signs, cards, charts, labels, 
posters, bulletins, pamphlets, radio talks, newspaper 

copy, etc. 
Shoe stores will be afforded 
the opportunity to conduct 
clinics in their own 
stores. This will bring many 
prospective purchasers to 
your establishment, and. fur- 
thermore, chiropodists and po- 
diatrists have agreed to co- 
operate with you by conduct- 
ing foot and shoe surveys in 
your place of business with- 


shoe 


out cost. 

These men, licensed as they 
are by a Board of Registra- 
tion in Medicine (Department 
of Chiropody-Podiatry), are 
strictly ethical professional 
people whom you can depend 
tipon to promote the foot 





health of your customers. 

Shoe retailers can tie in by: 

1. ApverTisinc — Newspaper, 
radio, direct ‘mail and poster ad- 
vertising conducted previous to 
and during the “week.” 

2.—Winpow Trims—Featur- 
ing “Foot Health” and “Shoes 
for the purpose.” 

3—NeEwspaper advertisements 
set as editorials. 

4.—ContTests.—Ideal, Normal 
or Perfect Foot Contests con- 
ducted jointly by ‘newspapers, 
shoe stores, theaters, chiropo- 
dists, © podiatrists. Suitable 
awards to the winners. A spe- 
cial contest for the policemen 
with the most beautiful, shapely 
feet. 
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BetTer HEAttH Pays 


MEN HAVE FOUND THAT IT 
PAYS TO HAVE AUTOMO- 


BILES AND OTHER MA 
CHINES REGULARLY _IN- 
BY AN EXPERT 


SPECTED . 
WHY NOT DO AS MUCH FOR 
THE HUMAN BODY? 


GET A HEALTH EXAMINATION 
BEFORE YOUR NEXT BIRTHDAY! 





Foor Heattuo Pays 


GET A FOOT HEALTH EXAMINA- 

TION BY YOUR CHIROPODIST OR 

PODIATRIST BEFORE YOUR NEXT 
BIRTHDAY! 
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the Sunday papers and features 


of the week. 

SUNDAY, previous to the 
“week”—Newspapers in many 
cities have agreed to devote a 
four-page section to Foot Health. 
The first page to be an engrav- 
ing of suitable type with merely 
the heading, “Foot Health 
Week.” The following three 
pages will contain ads of shoe 
stores and professional cards of 
chiropodists and podiatrists and 
orthopedists. On each page two 
columns will be devoted to foot 
health articles on foot care. The 
newspapers agree to print at 
least one column per day during 
the entire week of Foot Health 
Week News. Local papers are 








5—Foor HEaLttH Section.— 





planning foot contests combining 














Advertise in newspapers carrying 
ads of shoe stores, editorials on 
foot care, shoes and hosiery. 

6—Correct SHor Revur.—Models exhibiting cor- 
rect shoes for foot health and for every purpose in Revue 
at prominent theaters. Open to the public by tickets 
mailed to a preferred list by shoe stores. 

7—Watxtnc CLus.—To stimulate interest in walk- 
ing. A pledge card to be signed by members. Open to 
Service Clubs. 


SUMMARY AND OTHER FEATURES 


(a) Newspapers carry daily stories pertaining to the 
“week,” contests, excerpts from lectures. Pictures of 
entrants in contests. Essays submitted, and news from 
foot clinics and examination units with pictures. 

(b) Pictures of the men walking the greatest number 
of miles each day. Letter carriers, police, store man- 
agers, and others. 

(c) Plays in schools on the value of feet to a success- 
ful life. 

(d) Prizes for the oldest pair of shoes, or to the man 
or woman having the largest shoe wardrobe. 

There are many other features that may be developed 
for use during “Foot Health Week.” The entire plan 
will create the sale of footwear through the emphasis 

‘stressed upon the use of more and better shoes as a 
means of improved foot comfort and its betterment to 
‘health: ~ 

All necessary printed matter is furnished without cost 
by the National Association of Chiropodists. 


NATION-WIDE FOOT HEALTH WEEK 
PROGRAM 


WEDNESDAY, previous to the “week”—announce- 
ments in the press. 

SATURDAY, previous to the “week”—news articles 
calling attention to the FOOT HEALTH SECTION in 





é 


with theaters. 


FOOT HEALTH DAYS 


As they will be conducted by chiropodists-podiatrists, 
members of the National Association of Chiropodists- 
Podiatrists. 

Sunpay, April 2i—Opening of Contests. Editorials, 
FOOT HEALTH SECTION in newspapers, radio 
talk by superintendent of schools. 

Monpay, April 22—Lectures in public schools, exami- 
nation of the feet and fit shoes to governor, mayor and 
other city, town and State officials. Foot clinics for in- 
dustrial employees. Radio talks by Directors of Public 
Health. 

Tuespay, April 23—Lectures to policemen, letter car- 
riers. Foot clinics for the poor. Foot analysis of police 
and letter carriers. Radio talks by prominent podiatrists. 

Wepnespay, April 24—Lectures for nurses, industrial 
employees, taxi drivers. Foot examinations for taxi 
drivers. Stereopticon talks to parent-teachers associa- 
tions. Radio talk by presidents of visiting nurse asso- 
ciations. 

Tuurspay, April 25—Lectures to service clubs. Lec- 
tures to mothers’ clubs. Foot clinics for the poor. 
Radio talks by police chief. 

Fripay, April 26—Lectures at large factories. Ex- 
amination of employees. Judging of foot health slogans. 
Radio talk by high school physical director. 

Saturpay, April 27—Foot clinics for the poor. Judg- 
ing of essays. Award prizes. Find policeman with the 
most beautiful feet. Judging of women and children in 
perfect foot contest. Award prizes. 

Sunpay, April 28—Newspapers carry pictures and 
stories of winners, prize essays, etc. 

Lectures to service clubs to be arranged for each day’s 
meetings. Moving pictures to be: taken of major events, 
including the walking club, and correct shoe revue. 
Daily stories to appear in newspapers, with pictures, and 
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advertisements of feature and dress shoes. 

Members of the National Association of Chiropodists 
in each city and town will conduct foot clinics, foot sur- 
veys, present radio talks and illustrated lectures. 


FOOT HEALTH PAYS 


The feet are the only mechanism of locomotion for 
which there are no spare parts. 

Sell your customers the idea of a foot health exami- 
nation before their next birthday and the foot health 
value of buying two pairs of shoes at a time; changing 
footwear at regular intervals throughout the day. 

Good feet are the foundation to health. 

The subject of posture is of more and more im- 
portance in the consideration of footwear, and the fol- 
lowing advice has its application in Foot Health Week: 

“If our feet were properly cared for in infancy and 
during childhood, there would be far less foot trouble 
later in life, for a large percentage of foot disorders in 
adults can easily be traced back to childhood when the 
children’s feet were ignored by the parents. 


“6 ROWING pains in childhood may be nature’s 

warning of impending trouble later in life, for 
pain is the danger signal of something wrong in the 
body, and like trouble elsewhere, it should be corrected 
while in an incipient stage. 

“Another symptom of impending foot trouble is a 
‘pigeon toed’ attitude when the child is standing or 
walking. 

“When an apparently normal 
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little tot much pain and perhaps reduced efficiency later 
in life. 

“Teachers and parents should not instruct children to 
assume an attitude in standing or walking in which the 
toes are pointed outward, for that unnatural position 
induces weak-foot and other deformities later in life. 


66 HEN the person, child or adult, stands or walks 
with the feet rotated outward, more weight is 
thrown on the inner side of the feet than nature intend- 
ed, and the ligaments which hold the bones together, 
after being subjected to the strain for a considerable 
length of time, are made longer because nature will add 
additional ligament tissue to meet the new condition. 

“This is followed by a change in the relative position 
of the bones and finally the victim is suffering from a 
painful foot disorder which decreases efficiency in the 
business world. 

“Parents should give more attention to the fitting of 
shoes and stockings to their children, or nature will exact 
a heavy penalty later in life, causing discomfort and de- 
creased efficiency physically. 

“Several ‘dont’s’ are listed as follows: 

“Don’t send to a shoe store for children’s shoes and 
purchase the size you think is proper, leaving the child at 
home. 

“Don’t attempt to force the child to wear shoes when it 
complains of discomfort; it is cheaper to buy new ones 
than to pay a doctor later. 

“Don’t buy cheap shoes; many 


child will stumble and fall over 
slight or uneven surfaces, which 
would not be noticed by other chil- 
dren, there is another warning of 
nature that should be heeded. 
“Give the child’s feet the same 
attention the teeth and other parts 
of the body receive. A few words 
of advice by an orthopedist or chi- 
ropodist, given in time, will save the 


A series of wall charts, copyrighted 
by the Cantilever Corporation of 
Brooklyn, N. Y., and printed in black 
and red, give to the corrective depart- 
ment of the shoe store a visible ap- 
pearance of authority, and if in addi- 
tion little educational pamphlets such 
as “The Foot Is The Foundation of 
Health” are distributed with every 
pair sold, then the interested custom- 
er finds opportunity to study foot con- 
ditions. 


times they cause expensive doctor’s 
bills. 

“Don’t buy shoes in which the 
child’s toes are within one-half inch 
of the end, when the child is stand- 
ing. 

“Don’t imagine you are buying 
shoes ‘long enough’ by measuring 
the bottom of the shoe with the sole 
of your foot.” 
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HY is the public unwilling to pay the shoe man 
W:: a service equal to that rendered by profes- 

sional men? Fitting feet is as important as 
fitting eyeglasses. It is just as important as filling teeth. 
It is as important as diagnosing an illness and prescrib- 
ing a remedy. 

It probably is because the shoe trade has not made 
the public aware of its service to the welfare of feet 
and consequent health and happiness. The shoe trade 
has been too much of a shrinking violet, keeping silence 
when it should be outspoken. The people have not 
been told what a vital part is played by experienced shoe 
fitters. The shoe trade has not taken its rightful place 
in the minds of the public. Other trades have dignified 
themselves, and, by concerted action, and publicity, lifted 
their crafts onto a higher plane. 

Plumbers, tiring of the quips and sneers of humorists, 
elevated their calling and became “Sanitary Engineers.” 
Florists uplifted their calling through publicity and their 
“Say It With Flowers.” Real estate men, most maligned 
of professions, regulated themselves and through State 
and national organizations, removed the stigma. Li- 
censed brokers and State supervision make it more and 
more difficult for a crook to operate. Lawyers have their 
associations and are working earnestly to disbar shy- 
sters. Many other professions and trades have done, 
and are doing, the same. 

The shoe trade seems content to drift along from year 
to year, permitting a bad condition to grow worse. 
When criticized—even slandered—shoe men have turned 
the othercheek. With some sort of an upheaval of 
public opinion already in sight, with State regulation 
(legislation that may be hurtful), in the near future, 
shoe men remain indifferent. 

Mr. Barry, in a recent article in the Boot anp SHOE 
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RECORDER, pointed a way out of a bad situation. His 
suggestions are worthy of the most careful considera- 
tion. If his wise counsel is heeded, an evil may be 
stamped out and a great industry brought to its rightful 
position in the public eye. 

Shoe men might be amazed if they knew what the 


masses are saying about them. They seem to be ut- 
terly unaware of a growing sentiment that condemns 
without knowledge of the facts. The public cannot be 
blamed for an unjust position because the public is en- 
terely ignorant of the shoe trade and its ramifications. 
All that the people know about the shoe business is what 
appears in the newspapers. And what has been in the 
papers recently that serves to enlighten the people and 
uplift the shoe trade? One paper tells the public that 
‘shoe men are trying to have a duty placed on shoes, and 
in the same column is another article that says shoe men 
are trying to keep hides on the free list. Two adver- 
tisements in the same paper, almost side by side, one 
offering a water snake shoe for $22 and the other offer 
ing what seems to be the same shoe for $5.85. 

If the public gets the wrong idea who is to blame: 


’ The newspapers will always print the sensational side of 


a thing. Until shoe men declare themselves and set the 
editors right there will be no change. People will go on 
reading garbled, exaggerated, misleading statements. 
Until shoe men tell the people more intimately and con- 
fidentially something of the inside of the shoe business 
they will be “as you were.” 

A dentist said recently : 

“T have a little son, five years old. His feet are ex- 
tremely narrow and delicate. I have to order special 
shoes for him and pay.a preniium. I doubt if his little 
feet have ever been fitted as they should be. My experi- 
ence with shoe clerks has been bad. Some of them have 
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alesman a Rating 


The Shoe Clerk Is a Member of a Dignified Profession and 
Needs a Recognized Standing 


By R. L. PRATHER 


tried to sell me shoes for that little boy that I would not 
put on a dog. The big idea seems to be to get the 
money. It is only recently that I have met up with a 
shoe man who seems really interested in helping me to 
get the right shoe for my child.” 

Warming up to his subject the dentist went on: 

“Why is it that shoe clerks are not regulated as I am? 
Why do they not stand examinations and operate under 
a license as I do? I had to go to a dental college. I 
spent a lot of time and money fitting myself to practice 
my profession. Now, I am under a constant expense, 
reading, attending lectures, keeping up with my profes- 
sion. My office equipment and instruments are expen- 
sive. Each year I have to crack down the price of a 
license or quit business. But, any ditch digger, who can 
raise the price, may open a shoe store and practice on 
my little boy’s unusual feet. Its all wrong to my way 
of thinking.” 

The dentist has a lot of right and justice in his argu- 
ment. So has an occulist, so has a plumber. A plum- 
ber not only is licensed but his work must be inspected 
and passed before he can collect his bill— 
in many States. Barbers now are inspected 
and licensed in several states. So it goes 
all along the line. But it does not hurt the 
professions or trades thus regulated. It 
only serves to increase public confidence, 
to place those craftsmen on a higher plane 
and strengthen them in public regard. 

Each trade or profession that proclaims 
itself licensed and regulated is thereby 
dignified. 

Shoemen had better give heed to the 
signs of the times and meet the inevitable 
more than half way. Self-regulation is 
better than compulsory regulation admin- 
istered by political commissions. 

Real service rewards the man who 
serves, willingly, ungrudingly, unselfishly. 

There need be no doubt of the returns 
when a man really serves. 

He who hesitates and wants to know 
“what he is going to get out of it” will 


not get very much. He is so selfish that his self is re- 
flected in his every act. His best profit of service bears 
the earmarks of seeking and getting rather than serving. 
Through the thin veneer of obsequious service the 
shrewd eye preceives the ulterior motive. 

It has become the fashion to sneer at idealism and 
hoot at rules of conduct that have proved their worth 
for thousands of years. The scoffer simply advertises 
the smallness of his soul and his greed. He tells the 
wise old world that he wants everything without giving 
anything. 

Two young men, going to work, are fortunate in 
getting seats in a crowded car. A woman with a baby 
on her arm enters and stands, holding a strap with one 
hand, her precious bundle with the other. The young 
man nearest to her sits tight but the other proffers his 
seat. Right behind them sits their boss. Neither is 
aware of his proximity. Which gets the raise in salary 
when the time rolls round? 

A policeman patroling his beat, walks into a new little 
shoe store and asks if something can be done to relieve 

the terrible hurting in his feet. The shoe 
man takes off new shoes, puts them on 
stretchers, softens the counters, eases up 
the bunion spots, and sprinkles some foot 
powder inside. Pulls the tight sox away 
from the ends of the tortured toes, slips 
the shoe back on, laces and ties them, and 
makes no charge. The cop goes away 
wondering. Within the month that little 
new store sells 15 pairs of shoes to other 
policemen, firemen, letter carriers and a 
truck driver. And wonders how he got 
all that new trade! 

A young saleswoman took a shabby old 
lady that all the other salespeople side- 
stepped. She gave such unselfish and 
smiling service that she was rewarded be- 
yond her wildest dreams. That old lady, a 
millionairess, gave that girl orders for 
shoes to go to an institution of charity 
amounting to several hundred dollars. Un- 
selfish service brings its sure reward. 
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Getting More Shoes Sold Right 


Foot Health Week 


have made the statement that “feet are not im- 
proving as civilization progresses.” Visit any 
drug store and see the volume of foot remedies sold for 
foot troubles. Any fitting expert will tell you that he 
can sense body weaknesses in the perspiration odor of 
feet. These troubles are very real and are of great 
concern to serious-minded medical and shoe men who 
sense a weakness of the human race through the feet. 
This is not a subject removed from the province of 
the shoe store, for many of these ailments have their 
origin in the misfitting of feet. The merchant need not 
be a fanatic on fitting to realize the possibilities of this 
new responsibility toward public foot health. 

We want to make the statement that we are just 
at the beginning of the greatest period of usefulness 
of shoe stores, and perhaps the beginning of the 
greatest period of profit for service rendered. Every 
shoe merchant who sincerely serves and gives to the 
public the proper fit of shoes, improves the comfort 
and posture of people. Every shoe store justifies by 
such service an extra fee for fitting. 

There are many contributing factors to this decrease 
of foot efficiency. When other methods of locomotion 
are so easy—walking, as an exercise, decreases. Five 
million people may go in for golf and sports, but even 
this form of exercise is spasmodic, and is just an inci- 
dent im, the lives of a small proportion of the nation. 
Mal-nutrition and errors in eating have much to do with 
the lack of vigor in flesh, muscles and blood current. 


— 
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We do not Wish to paint ‘a picture of pessimism, but 


‘\ we are trying to. look at facts as they are. We sincerely 


hope that a new’and better generation of boys and girls 
will counteract all.that we have herein said. There is 
more hope in the foot efficiency of the future generation 
than there is in the current population, but only through 
a more intelligent inspection and understanding of fit- 
ting values, plus posture, plus exercise. 

One of the great contributing forces to the develop- 
ment of a better understanding of feet as instruments 
of locomotion and use, is the work of the National Asso- 
ciation of Chiropodists. The lead story in this week’s 
issue, sponsoring a Nation-Wide Foot Health Week, is 
token of the endeavor of the men lead by Dr. Joseph 
Lelyveld, who are working unceasingly for the promo- 
tion of foot health. 

If April is the month of the year when feet are at 
their worst, isn’t there opportunity for shoe men and 
chiropodists to aid with new shoes and treatments? 
Advices from hundreds of merchants indicate their de- 
sire to hook up with foot health idea and to carry the 
message to a foot-troubled public. 

Style has its place, correct shoes have their place, 
but both combined have an increasing place in every 
shoe store. What the public needs is more changes 
of shoes per day, for a variety of shoes helps muscu- 
lar exercise, through the different stresses and 
strains, each in part functioning to exercise the feet. 

It is well to have a National Foot Health Week, if for 
no other reason than to bring the subject before the 
public at a time when it is most needed. Conscientious 
shoe stores will carry the message throughout the year, 
and will learn that as they serve they profit most. 


Don’t “Sharpshoot” 


TIMELY caution to the shoe merchant who feels 
that now is the time to sweeten his stock by sharp- 
shooting two dozen pairs each from a dozen lines: 

The public may be “new-style-minded,” and there may 
be a jazz demand for what are termed “hot shoes,” but 
watch your sizes. A merchant in a neighborhood store 
told us this week that he had bought the cream from 
five different lines to sweeten up his line of five and six 
dollar shoes. This merchant’s annual business amounts 
to about $40,000 per year, and his five and six dollar 
shoes are but a part of it. 

Will this be the inevitable result: two months hence 
he will owe five small bills, in addition to his regular 
bills, and unless he can pay promptly he faces a condition 
where these five concerns will rate him “Slow Pay.” If, 
instead, he had confined his purchases in those grades 
to one, or possibly two houses, then in event of his 
business being a little slow he could send each a check 
“On Account,” and would still keep his credit rating in 
the “Good” column. 

Promiscuous buying has a certain result in the accumu- 
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lation of:bad sizes, and it also results in the loss of sales 
on good selling sizes, plus a slowing up of turnover. 

A good April business usually stimulates the merchant 
to buy fancy “long shots.” Perhaps they are needed, 
but most merchants will find that the houses with whom 
they do business regularly have just as wide a variety 
of smart styles and colors, and that it is to their economic 
advantage to buy all that they possibly can in grades from 
as few manufacturers as possible. 


Running Shoes 


. merchants, advisors to collegiate, prep schools 
and high school track teams, need to know this fact: 
running shoes should be changed with every change of 
foot size of the athlete. It is all wrong for a boy in the 
freshman class to continue to wear the same running 
shoe up and through his senior year when his foot in 
that time has perhaps increased three full sizes. 

Any shoe man can sense the damage done to the 
athlete by the wrong track shoes. Some correction can 
be made by the right sort of shoes worn during the day. 
A light pad to lift the tendons, or spread the toes, a 
close heel seat and a combination last, or any one of.a 
dozen helps, will bring that foot back to normal. 

There is no reason why the foot of an athlete should 
be destroyed by abuse and economy. Though the shoe 
man may not profit by the sale of the running shoes 
bought at the sporting 
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pital where foot abuses are very much in evidence. The 
deformities were almost beyond a shoe man’s conception. 
They were the result of ignorance on the part of the 
customer and the clerk. The eye and the pride of the 
customer were on the one part served, while the lack of 
sizes and the lack of fitting patience and foot knowledge 
were equally responsible, plus the errors in health, which 
naturally contribute most to foot troubles.” 

Another merchant writes, “Why not give to the real 
honest merchant, who believes in the science of fitting, a 
place in the public’s attention? The right merchant, and 
the right clerk will not knowingly misfit feet. They 
may want to make the sale, but their consciences will not 
permit the sale of the wrong shoe for the troubled foot.” 

Another merchant writes, “There is a need for a de- 
partment of standards within the shoe trade, so that 
when the name “doctor” is applied to shoes the term is 
not misused. So many of the so-called doctor shoes are 
out of line with orthopedic thought. They are simply 
ordinary shoes under another title. They may be good 
as foot coverings, but common sense would indicate that 
their dimensions are for style, rather than for foot 
comfort.” 

Another merchant writes, “The past ten years have 
developed great progress in last making, and a realiza- 
tion that the twenty-six bones in each foot must be 
given consideration, and that no store can adequately 
serve unless it has sizes and widths sufficient for the 
proper service of the most variable part of the human 
body.” Still another merchant writes, “Better clerks sell 

better shoes, developing 





goods house, he owes to 
his customers an explana- 
tion of possible dangers. 


better health and better 


~ business.” 


Professtonal- 
1z€ 


RECENT editorial in 
the RecorpeR under 

the title, “License or 
Not” has made a decided 
impression on the minds 
of the trade the country 
over. It is surprising to 
see the number of shoe 
men who serve in an ad- 
visory capacity to local 
hospitals and institutions. 
‘One shoe man, com- 
menting favorably on the 
idea of a professional rat- 
ing for the shoe clerk 
says, “Some time ago it 
Was my privilege to visit 
the orthopedic clinic at the 
Long Island College Hos- 





The Reason Why 


RISLEY SHOE COMPANY 
Richmond, Indiana 


We consider the Boor AND SHOE RECORDER 
one of the most necessary tools in the operation 
of our business—and we are always careful to 
have good tools. Every issue is read from cover 
to cover, and the ideas gained have been very 
profitable. Your service in helping to solve prob- 
lems that we’ merchants have today is of a value 
difficult to estimate. 

Very truly yours, 

C. E. TURNER, Vice-President. 


* * * 


My most sincere thanks, Mr. Turner, for your 
summarization of the ideals of the Boot AND 
SuHor Recorper. That you and many other 
retail shoe merchants feel we have attained 
them is.not only a source of present gratifica- 
tion but also a stimulus to even greater and 
more helpful efforts in the future. 


Sud” yi... 
President. 


(Signed) 








The Vogue of 
Bare Legs 


ECENTLY in a Cali- 
fornia city, a flapper 
walked down the main 
street with bare legs and 
bare feet in a pair of high 
topped trooper boots. She 
was quite proud of herself 
until she saw a Mexican 
woman weighing about 
280 pounds rigged out in 
almost the same footwear. 
The look on the face of 
the flapper spoke volumes. 
It’s a good bet that she 
ditched her outfit and 
took to stockings and 
shoes the next day. It’s 
the commonplaceness of a 
thing that always kills it. 
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Figure A—Get a touch of country into vacation shoe 

advertising. Frame your copy along common-sense 

lines for the need and desire is existent and only needs 
to be brought out by you 


shows on the calendar as two weeks, but in her 
mind and in her preparation it covers a full month 
or more. To the woman with children vacation means 
a period of more than two months, and she’s mighty 
busy during May and June getting equipped for an 
extended stay in the country. 
Thus the shoeman’s season in summer stretches over 
a long period with a new crop of buyers springing up 
each week. If left to their own devices women are 
likely to spend their vacation illy-shod. The very pur- 
pose of a vacation may be nullified through the lack of 
proper footwear. Therefore if the shoe merchant is to 
live up to his claims of service and helpfulness he must 
feature the vacation types of shoes. The low heel, the 
high heel, the stiff arch, the flexible arch, the canvas 
shoe, the rubber sole, the boot, the oxford, the sneaker, 
all need emphasis at this time to save the woman on her 
vacation the ignominy of not being prepared to do the 
things she wants to do on her vacation. 


YJ siowe on for the girl or woman in business 


Advertising Layout A 


In this layout the caption, “Summer Shoes are Differ- 
ent,” really carries the idea that the merchant should 
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There’s a New Crop of Customers Every 


Two Weeks When Vacation 


Time Comes 





endeavor to put across. In the copy for this ad the fol- 


lowing is suggested. 
“Whatever you do this summer, don’t neglect your 


selection of shoes. The time you spend selecting proper 
footwear will come back to you ten-fold in fun and rest. 

“Imagine yourself playing a game of tennis in high 
heels. You wouldn't attempt it, but there are other 
things just as awkward. 

“If you stroll through the woods you'll need a sole 
that doesn’t let the ‘hubbles” torture your feet, and an 
arch that will keep your feet from sagging. If you dance 
you'll need a lightweight dancing pump that will match 
your mood and prove your style taste. 

“If you golf you will need a rubber-soled shoe thiat 
will meet the approval of the professional and help you 
drive ’em true. 

“There are SIX TYPES that we'd like to show you 
for vacation wear. And you'll need every one if you're 
to make this vacation one to be remembered for its joy.” 


Advertising Layout B 


In this the caption, “Shoes for Happy Carefree Days.” 
The copy to run something like this: 

“Here are four styles that YOU'LL need on your 
vacation. You'll need more, but you cannot get along 
and enjoy yourself without these. They represent the 
irreducible minimum in vacation footwear. 

“We have concentrated on select styles for a period of 
the year when there occur many complaints of tired fet. 
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Wear these and you'll never complain. They are vaca- 
tion shoes.” 


Advertising Layout C 


The all-type advertisement is becoming more the 
vogue. It allows a merchant to put forward an idea 
upon which the reader may act. It brings into the selec- 
tion of footwear more of the reasoning power that ought 
to be exercised always. If a merchant would rather put 
in a couple of styles in order to overcome the idea that 
the ad may be overlooked as that of a shoe merchant’s, 
that may be done. Place the shoes, one at the left and 
the other at the right at the bottom following the copy. 

The caption, “Workdays Turn to Walk-Days in the 
Summer,” would be followed by copy something like 
this : 

“On your vacation you usually do things that you 
would call hard work at any other time. 

“You'll find yourself laming up. This muscle will 
rebel and that muscle will feel as though it were going to 
break. Your feet may become so incensed at the rough 
treatment as to refuse to carry you. Perhaps you've had 
this very experience. 

“In that case this ad is written particularly for you. 
We can save you a lot of trouble if you'll let us. 

“There are shoes for walking that will not blister the 
soles nor allow arches to sag; that will keep your feet 
fresh-feeling from morning to night. There are shoes 
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BLANKS SHOE SHOP 


ADDRESS 











Figure C—The all-type ad gives one a chance to put 
forward an idea. Shoes may be incorporated if this 
is thought necessary 


BOOT AND SHOE RECORDER 
















































































YOUR NAME HERE 
STREET TOWN 











Figure B—The traveling bag carries the right feeling 
into one’s advertising and window display. Play on 
this to bring home the fact that “going away” shoes 
must be especially selected on basis of uses that are 
uncommon in the ordinary day 


that will allow you to play games in which every move- 
ment of the foot must be free. There are shoes that 
make you feel as though they were made of the same 
summery material as your daintiest frock. 

“We cannot picture all these things here. You must 
come in and experience them all in trying on the shoes 
themselves.” 

State Your Case Clearly 


At the beginning of the warm weather season there 
is a definite need for copy that is bright and lively. One 
must match in words the feelings of those that are in- 
tencled to be sold. In this vacation season there is more 
need of the solid reasoning type of sales message. The 
copy may be based on etiquette, even, in making the 
reader sense the necessity of doing the right thing under 
new and strange conditions. The appeal having to do 
with making impressions on strangers is a good one to 
use at this time. And there is always the very personal 
one of comfort and well-being which really is at the 
bottom of every vacation trip. 

To get some force into one’s sales message the store 
display ought to center around vacation activities. One 
ought to have a full complement of travel literature as 
supplied by railways, tourist agencies, hotels and oil 

[TuRN TO PAGE 76, PLEASE] 
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The Guarantee Shoe Co. of San Antonio Has Worked Out 
a System All Its Own 


By Georce E. Gayou 
Associate Editor 


Tex., has a style leadership not only in the city 

in which it is located, but extending far into Old 
Mexico, from where many senoritas journey each. sea- 
son to San Antonio to replenish their footwear ward- 
robes. 

Truly, this is a store wherein everything reflects the 
ultra-smart atmosphere of its trade. Its advertising, 
window displays, even its price tickets, reveal the un- 
usual, the. different, the something which makes the 
Guarantee Shoe Company what it is today—one of the 
most distinctive footwear institutions in that great 
Empire of the Southwest, known as Texas. 

When H. H. Watson, head of the firm, was asked 
for the explanation of the individuality of the business, 
he begged off and referred me to Fred Sullivan, man- 
ager and style genius, whose sense of fashion is un- 
canny as well as accurate. This man Sullivan has not 
only created styles which have spread to every active 


'[ t= Guarantee Shoe Company of San Antonio, 


footwear community of this country, but his perception 
of what a high grade shoe store’s advertising policy 
should be has produced some of the most remarkable 
specimens of copy, art, and layout, in the retail shoe 
business today. 

A year ago, the first smocked shoes with inter-lacing 
were observed in the Guarantee. One year later this 
vogue became general, extending even into popular 
priced shoes. 

To get Sullivan to express his opinion on style is as 
easy as getting Colonel Lindbergh to announce the date 
of his wedding. So when-tie agreed to display the 
shoes embodying his best style judgment, it was a pleas- 
ant surprise. For the coming season The Guarantee 
Shoe Company will introduce exquisite patterns created 
for Spring and Summer wear, of attractive colors em- 
broidered in strips of colored leather. Sullivan developed 
this original pattern. 

The delicate designs worked out in leather give the 


Even the price tickets, litile cut-out figures 
in white celluloid, reflect the store’s style 
leadership 


The vamp of 
the so-called 
“smocked shoe”—a 
style created by 
the Guarantee Shoe 


These vamps are 
of cream colored 
leather with the 
figures formed by 
an interlacing of 
red leather 
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shoes a beauty and charm unsurpassed in 
appearance and workmanship. As unique 
as are the styles of the Guarantee, equally 
unique is its advertising, Sullivan also being 
responsible for this part of the business. 
Never satisfied with the unusual effects 
introduced in his advertising, he is continu- 
ally searching for a new art treatment of 
design and layout. 

Perhaps few if any shoe advertisements 
employ so many new methods of handling 
shoe illustrations as do those worked out 
by Sullivan. Large space is generally used, 
permitting of daring treatment. 

Price tags seldom if ever are given much 
consideration in shoe stores, but not so with 
the Guarantee. Ordinary tags would not be 
in keeping with the general policy of the 


WILL TLV 


PING 


4 


Typical spring : ‘’ Interior display is 
window trims of re used liberally. The 
the Guarantee. The J great crystal glass 
one below is an — } case shown in the 
excellent example ype picture above is an 
of the art moderne. i excellent example 


firm, so tags of celluloid, lace-like in appear- 
ance, were devised. 

The last gesture is the store’s fleet of 
imported delivery cars. Two foreign made 
cars are utilized in the delivery service, and 
here again their individuality is character- 
istic of The Guarantee Shoe Company of 
San Antonio—a high class shoe business 
which has attained leadership and is main- 
taining it. 

The two window photographs on this page 
show the wide diversity in appearance 
achieved by this store. The upper uses the 
new wrought metal fixtures with decorations 
of conventionalized flowering plants sugges- 
tive of spring. At the bottom is a window 
built up of the familiar box and step units 
which came in with the art moderne. Both 
display the merchandise to advantage. 
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Alt Little Rebels Wear 


(500d 


Shoes 


Just by Way of Variety Our Field Editor Invades Mexico 
and Interviews a Real General 


By HARRY R. TERHUNE 


ging along in Southwest Texas, doing my regular 
field editing job. Everything was seemingly rosy, 
even if a rear spring on the new Buick did break coming 
into El] Paso. One bad bounce too many. 
To the Hotel Paso del Norte came this wire from the 
boss : 
“Give us a rebel story. What are the soldiers 
wearing. Do not get shot, only half shot. 
Arthur D. Anderson.” 


That made me a war correspondent for a day. 

Up to the present writing, this has been the jolliest 
kind of a war, as war goes, and somewhat comparable 
with a good hot Chicago political campaign. So far, 
it is being waged chiefly with words or communiques. 
Occasionally an innocent bystander gets shot up. 


J ex: Curnuanua, Mexico.—Here was I jog- 


The feet and legs above show two 
distinct types of footwear worn 
by the Mexican rebels—the gored 
shoe with Zipper-type fastener, and 
the regular army shoe. At the right 
the general staff gathers for a con- 
ference in the vicinity of what ap- 
pears to be a refrigerator car 


During the battle of Juarez when the contestants were 
banging away at each other only a block apart, no morc 
were killed than by the weekly traffic accidents in any 
large city. This battle had three outstanding features: 

When it was at its height, a number of bullets came 
over onto the American side, whereupon Brig. Gen. 
George Van Horn Mosely, head of the watching Ameri 
can forces, calmly walked over between the armies to 
warn them that if any more bullets came over on our 
side, he would lick the stuffing out of both of them. 

Then there was the drama of the rebel Yaqui Indians 
who talked to their brothers in the Federal army, through 
the medium of the drum beats, causing the Federal 
Yaquis to desert. 

When the Mexican Federals retreated to the Ameri- 
can side, they were counted as they came over the bridge. 
The number was 325. Later that evening, another count 
was made. The number was 353. The next day the 
count was 393. So it was necessary to corral them in 
a barbed wire compound, not for fear that any would 
escape, but so that other Mexicans would not slip in to 
enjoy the free meals Uncle Sam was serving. 

It was through the influence of Louis Given that the 
necessary arrangements were made for me to meet the 
commander-in-chief of the rebel forces, General Escobar. 
To show how strong this Given boy stands, we went 
in ahead of a flock of ex-World War American soldiers 
of fortune, aviators, machine gun officers, gas experts. 
local Rebel leaders and the crowd always waiting to 
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General Jose Gonzalo Escobar, 
commander-in-chief of the rebel 
forces 


see a great leader. He seemed an unusual type of man, 
this rebel chieftain—calm, collected and seemingly sure 
of what he was doing. If he wins, Escobar will be the 
biggest man in Mexico. If he does not, he will stand 
against the wall with a handkerchief over his eyes, and 
this:positively will not be an Old Gold testimonial, either. 

The rebels make it plain that they do not consider 
this a religious war ; and leader have issued orders to the 
effect that any soldier caught looting will be instantly 
shot. . That’s a new thought in Mexican warfare. 

As to shoes. Rebel soldiers all along the border are 
well shod and well clothed, according to Mexican stand- 
-ards. The revolution apparently is amply financed. 
Some officers wear trim military boots, as does Escobar. 
Others wear Army style shoes and leather puttees. 
Others wear either black or tan regular shoes with their 
puttees. One pair of Jodpurs was noted. There is no 
uniform style or type of footwear worn by either side. 
The uniforms worn by both officers and soldiers are 
much of the same hit or miss fashion. 

One of Escobar’s snappily dressed aides looked «as 
though he had just come out of a bandbox, but he was 
too modest to allow his picture to be taken. 

All shoes and uniforms issued to the troops came 
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Left—General Murrieta, chief of 
the Mexican rebel army operating 
with Juarez as a base. Below—the 
frequently seen army shoe with 
front and back pulls, gore in the 
sides and Zipper-type fastener 


from the Federal Government factory in Mexico City. 
That is what the General told me, so take it for what 
it is worth. Bear in mind, however, that the United 
States has taken sides with the Federals, so does not 
allow supplies to go to the Rebels. Remember too, this 
is an army fighting among themselves. 

Funny how we seem to drift away from shoes. 

A good proportion of the shoes worn by the officers 
are black kid, plain toe Congress pattern, having a front 
Zipper fastening. They carry an inch and a half Cuban 
heel. One seam is below the goring and another up 


the back. 


A handsome prize awaits the alert 
reader who can identify our field 
editor in the above bunch of other 
Mexicans. At the left is a squad 
of the Volunteers—second line de- 
fense men armed with German 
mausers. The commander, Lt. Col. 
Chavez, is at the extreme left of 
the picture 
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eeping Ahead of the 
Chain Store 


Better Service at Comparable Prices Is the Solution, Declares 


0. J. Benton In Addressing (Convention of Northwestern 
eAssociation at Des —Moines 


Northwestern Shoe Retailers’ Association, with 
Iowa participating, opened last Monday in Des 
Moines, with President O. J. Benton, of Austin, Minn., 
presiding. Earnest A. Burrill’s review of the educational 
work accomplished in connection with the men’s adver- 
tising campaign was well received. He outlined the 
accomplishments of the past year, consisting of arrang- 
ing the entire educational program at the national con- 
vention in Chicago, the production of a moving pic- 
ture, “Your Share of Pairs,” the publication of the mer- 
chandising book “Profit,” and the Burrill system of 
pair record and financial analysis, as well as attendance 
at every important shoe gathering in the country. 
Concerning the men’s business for Spring, Mr. Burrill 
brought out the point that the friendly cooperation 
shown to the shoe industry by the clothing industry, will 
give men’s sales an impetus. He also stated that the 
three way sport idea, namely, active sport shoes for the 
particular recreation; spectator sport shoes in brown and 
‘white ¢ combination for afternoon events, and the black 
jand..white combination with white flannels for evening 


_ functions i in the summer time 


sk first joint or regional convention of the 


program may be extended and made complete. 

In the round table discussion on colors and styles it 
developed that retailers in medium and small-sized 
towns substantiated Mr. Burrill’s statement that sport 
shoes are sure to make for added volume of sales and 
profits, many of the merchants saying that already their 
sales of sport shoes indicated the best season’s business 
on these they have ever had. 

Secretary James H. Stone, of the N. S. R. A., made 
an interesting and comprehensive survey of the ques- 
tion of whether a tariff on hides was justified, contend- 
ing that any apparent benefit which the hide producer 
and the farmer might receive, would be offset by the 
increased prices he would have to pay for all leather 
products including footwear. He urged that the mer- 
chants make it their business to impress their Congress- 
men with this truth. 

Charles Smith’s talk on the advantages to the shoe 
merchant of buying his fire insurance from the Re- 
tailers’ Mutual, showed the reason why the company 
through its method of selected risks operates at a lower 
overhead cost which is reflected in a saving of 30 per 

cent of the usual premium. 





His outline of the services 





: presented the greatest op- 
, Portunity for increased men’s 
“business which the shoe busi- 
“ness has had for years. 

‘Mr. Burrill told the full 
tory of the origin and de- 
velopment of the men’s cam- 
paign, stating frankly that 
the fund is not complete but 
that, in return for the cour- 
age and vision shown by the 
first group of subscribers, all 
other retail merchants and 
men’s manufacturers should 
now show their cooperation 
by enlarging the fund so 
that the present advertising 


Minn. 


Towa; E. A. 








New Officers of the 
Northwestern 


President—J. A. Langley, St. Paul, 


Secretary-Treasurer —H. S. Me- 
Intyre, Minneapolis, Minn. 

Vice-Presidents —Ira Welch, for 
Rice, for Wisconsin; 
Arthur Johnson, for South Dakota; 
C. C. Peterson, for Minnesota; J. F. 
Cook, for Eastern Montana. 

Directors—W . H. Gernes, for lowa; 
O. Kjos, for South Dakota; Otto 
Weiscke, for Minnesota. 


rendered the shoe merchant 
as a side issue to his fire in- 
surance was ably presented. 

President Benton, in his 
opening address, championed 
the independent merchant 
and his greater opportunity 
for fitting service than the 
chain store offers. “Chain 
store competition can only be 
met by rendering better ser- 
vice at comparable prices,” 
he declared. “There is, how- 
ever, greater opportunity for 
the man who owns his busi- 
ness and who efficiently buys 











ment 
it mz 
specu 
CoA. 
dent 
condi 
wad 4 
treme 
think 
have 
centag 
ceivab 
declin 
year, | 
or the 
ness f 
to spec 
Those 
a mars 
may et 
“The 
the wa’ 
past tw 
ment, | 
unsoun 
swing « 
eral de 


April 18, 1929 


and sells and renders the superlative service called for in 
the correct fitting of shoes. 

“The merchant who has a true orthopedic knowledge 
and transmits it to his sales force with quality merchan- 
dise of standard makes, is giving his trade a personal 
service and will succeed. I am firmly convinced we are 
entering a period where price appeal is getting less appar- 
ent and quality will dominate in the future.” 

‘At Tuesday’s session, Joe Langley, National Director, 
presided in an able manner, the meeting being well at- 
tended, and its program given brilliance by Mr. Burrill’s 
movie on “Your Share of Pairs” and by a sparkling 
delineation of shoe styles and colors in their relation to 
women’s garments for Spring and Summer with a for- 
ward look into the Fall season by Madame Hamilton 
Jeffries, Fashion Editor of the Boor anp SHOE 
Recorper. The discussion which followed showed every 
merchant with a keen appreciation of style influence 
upon sales running much the same for every type of com- 
munity throughout the State down to the smallest towns. 
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Already the demand is such for sport shoes that each 
merchant is predicting the biggest season ever. Easter 
business was unusually good. 

W. H. Gernes, of Ames, insisted that the public does 
not know a thing about shoe values. Therefore the 
merchant who does not price his shoes to yield a profit 
carrying an insurance against the inevitable mark downs, 
is doing himself an injustice. His own average mark- 
up is 46 per cent which he finds satisfactory. 

At the closing session Wednesday, the association 
directed a resolution to Congress urging that free hides 
are a necessity of the shoe and leather industry. 


The banquet and dance Tuesday evening gave tone 
and color to the convention—always a highlight of the 
Iowa annual meetings—with Charles Englin, of Still- 
water, Minn., as popular toastmaster. 

Sample lines displayed were fewer than any year 
heretofore but good buying by the hundred odd mer- 
chants present was reported. 
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Danger in Speculation 


Is Working Capital Going into the Stock Market? 


HE National Association of Shoe Wholesalers has 

issued as a special bulletin the following timely state- 
ment on the business situation in the United States as 
it may be affected later by the current stock market 
speculation. The statement is by Ralph B. Jones, of 
C. A. Goodnow Shoe Company, Boston, a former presi- 
dent of the association, and a close’ student of credit 
conditions : 

“The present money situation in the country is ex- 
tremely interesting. My own collection figures, and I 
think it is typical of the average in the shoe industry, 
have shown a slight but steady falling off in the per- 
centage of collections each month of the amount of re- 
ceivables on the books the first of the month. This 
decline has been almost continuous for slightly over a 
year, and would indicate either poor sales by retailers 
or the withdrawal of money from their legitimate busi- 
ness for other uses. I cannot help feeling that the bug 
to speculate has affected the whole business community. 
Those who hold real estate or stock market securities on 
a margin are in danger of suffering severe losses that 
may embarrass them in their regular lines of business. 

“The whole credit situation, necessarily, is affected by 
the wave of speculation that has been so marked for the 
past two years. Even if we grant, for the sake of argu- 
ment, that the situation of legitimate business is not 
unsound, either as to stocks or receivables, any general 
swing of the pendulum from speculation and any gen- 
eral desire to take profits on speculative investments 


would markedly affect the entire structure of legitimate 
business. Seeing paper profits disappear will necessarily 
create a very conservative attitude and make legitimate 
business hesitant. At the present time the number of 
speculators 1s vastly larger in proportion to the popula- 
tion than it has ever been before, and such a wave of 
conservatism toward speculation, if it should occur, will 
have a greater influence than it would have had formerly, 
even though merchants are not over-stocked either with 
merchandise or with receivables. 

“Such a slowing up of sales and production, as would 
come from a shrinkage of speculative profits, would not 
necessarily last very long if the basic condition of stocks 
is not above normal, but it does seem as if we had reason 
to look forward to the probability of quieter business 
by fall if the speculative markets do shrink, as appears 
probable at present. 

“Usually in the past a period of speculation in the 
stock market has been accompanied by a’ period of 
speculation in merchandise, and a few months after liqui- 
dation in the stock market began it was found necessary 
to liquidate merchandise. Perhaps there is a condition of 
over-production today that we are not conscious of, but 
it does seem probable that it will not be necessary for a 
liquidation of merchandise to follow the liquidation of 
stock market values that seems to be unavoidable at 
present. If this is the case, mercantile business will not 
be as hard hit as formerly following a stock market 
liquidation.” 
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bigger than ever! 


MR. INDEPENDENT RETAILER: 


The advertisement reproduced on the oppo- 
site page is one of a series appearing in The 
American Boy, Boys’ Life, Open Road for 
Boys and other magazines reaching hundreds 
of thousands of boys all over the country. It’s 
the most striking and convincing advertising 
campaign ever run for any line of canvas rub- 
ber-soled shoes. 


The shoes themselves are as distinctive and 
individual as the advertising. Top Notch 
GRIPS give you exactly what you need to win 
out against your volume competitors—dis- 
tinctive merchandise with exclusive features on 
which you have protective distribution. You 
can get your full profit on Top Notch GRIPS. 


GRIPS include shoes at all prices for every 
pocket-book. Send for sample pairs or sample 
cases of Grip Sure Junior or Cleeto—the two 
feature numbers that will make real money for 


you. 


Beacon Falls Rubber Shoe Company 


Makers of Top Notch Rubber and 
Canvas Rubber Sole Footwear 


Beacon Falls 
106 Duane Street, 


241 Congress St., 
Boston, i. New York, N. Y 


1714 Washin Ave., 426 Second Avenue, North, 530 Howard Street, 
St. Louis, Mo. Minneapolis, Minn. 


Connecticut 


208 So. _— St., 
Chicago, 


San Francisco, Calif. 


ian 
Se Shel IO 


GRIP SURE JUNIOR 


The famous Grip Sure patented suction cup sole in 
a serviceable, fine-looking shoe at a most reasonable 
price. A splendid value and a big seller because 
it has back of it the Grip Sure reputation—the 
sports shoe that has been popular with boys for 
over 15 years—a record no other shoe can match 
Price 
Men’s 6- $1.50 
BOYS’ 1.40 
Youths’ - 1.30 


— 


CLEETO 
The biggest hit of the 1928 season, and going as 
strong as ever this spring. The Top Notch cleated 
sole (Design Patented) is absolutely distinctive 
and unique. With the Cleeto you can meet the 
demand for a strong, durable outdoor shoe, suit- 
able for all sports, at a medium price. 
Sizes Price 
Men’s 
BOYS’ 


Youths’ 
Little Gents’ 
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BEARFOOT 
SPORT 





Featured by more than 125 shoe 
manufacturers making sport shoes 
—even BEARFOOT’S very ap- 
pearance is a powerful selling asset. 
Stocked in tan, black and white — 
for men’s, boys’, women’s and chil- 
dren’s sport shoes. Complete stocks 
in Boston and Akron—shipment 
can be made immediately. 


BEARFOOT 
SOLES §]| « 


The Bearfoot Sole Co., Inc. 
FACTORY AND WAREHOUSE SALES OFFICE AND WAREHOUSE 
; Akron, Ohio 178 Lincoln Street, Boston, Mass. 
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AULT: SHACKFORD 


After EASTER 
Size-In Suggestions 









ANN ELISE—The Debutante of Smart Welt Society—presents eight more strictly mod- 
ern light-weight shoes . . . ready now for immediate shipment . . . ready to put pulling- 
power in your Spring show windows . . . ready to retail at $5 to $7 and make sales against 
any style-price-or-quality competition in town. 






Built into these shoes are the high quality materials and shoemaking which for forty years 
has been the distinctive mark of the factory now producing Ann Elise shoes exclusively. 
In stock—now at Auburn and St. Louis. 
















C2711—Patent One Strap. 14/8 Wood Heel. In stock 
Auburn and St. Louis. Widths AA, A, B, C. D. 


$3.75. 
C1211—Same in Black Kid. In stock Auburn only. $3.75. 
C4611—Same in White Kid. In stock Auburn only. $3.85. 
A4611—Same in White Kid. In stock St. Louis only. 
Widths AA, A, B, C 





















A1138—Black Kid Four Eyelet Tie. 14/8 Leather Heel. 
In stock Auburn and St. Louis. Widths AA, A, 
. C, D. $3.35. 
me in Patent Leather. In stock Auburn and 
St. Louis. 
A4438—Same in Brown- =e In stock Auburn and 
St. Louis. Widths A, B, C, D. $3.45. 




















Black Kid One Strap oe 14/8 Leather Heel. 


Al1103—4 
n stock Auburn and St. Louis. Widths AA, A, 
















B, C, D. $3.25. 
A2209—Same in Patent Leather. In stock Auburn and 
St. Louis. 35. 












A2261—Patent Leather Five Eyelet Tie. 14/8 Leather 
Heel. In stock St. Louis only. Widths A, B, 


Cc, D. $3.35. 

C1161—Same in Black Kid. In stock Auburn only. 
Widths AA, A, B, C, D, E. 35. 

A1161—Same in Black Kid. In stock St. Louis only. 
Widths AA, A, B, C, D. $3.35. 

C2261—-Same in Patent Leather. In stock Auburn only. 
Widths A, B, C, D, E. $3.35. 























A1462—Black Kid Two Eyelet Tie. 14/8 Leather Heel. 
In stock St. Louis only. Widths A, B, C, D. $3.35. 
A2462—Same in Patent Leather. In stock St. Louis only. 















35. 
A me in a In stock Auburn and St. Louis. 
Widths AA, B, C, D. $3.45. 
C1162—Same in Black K Kid. In stock Auburn only. Bet- 






ter Grade, 
C2262—Same in Patent nt Leather. In stock Auburn only. 
Better Grade, $3.60. 















N9357—Log Cabin Elk Sport Oxford. Brown Bearfoot 
Sole and Heel. Widths A, B, C, D. 60. 
A1109 N8157—Same in Smoke and Log Cabin Elk. Bearfoot N8755 
le and Heel. 60. 













sees-—Geore Elk way’ Oxford. Crepe Sole and Heel. 
dths A, B, $3.45. 
Neess—Seme in Smoked Elk. $3.45. 












N9450—White Eric Calf Sport Oxford. Natural Waffle 
Sole and Heel. Widths AA, A, B, C. $4.25. 
N8150—Same in Smoke Elk. $4.25. 


$5 to $7 
IN STOCK 


AULT-SHACKFORD SHOE COMPANY 


Auburn, Maine Boston, Mass. 416 North 12th Street, St. Louis, Mo. 
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BUY as you SELL 


And Avoid Frozen Capital in End-Sizes 


The Recorder Stop Record System Helps You Do Just That! 


ee eS a 13%” loose leaf binder—also (with clips) $8.00 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid in 
keeping you ac- 








curately in- 
formed from day 
to day. 








Stock Record Book with 4 
Inventory Pads 


fe Loa 


CARTON TICKETS 


inventory sheets. 


West of Denver 8.50 





Slips supplied 
Postage 


SOc. per 100; $1.50 for 500; $2.50 for 1000. 


Shoe Carton Tickets Canada and Forsign 9.25 














when quan tity ordered is 500 or more. 
heck with order please. Postage Prepaid—Check with order, please 














MERCHANTS SERVICE DEPARTMENT 


Boot and ShoeRecorder 


- 189 WEST MADISON STREET CHICAGO, ILLINOIS 
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Heywood’s “Braeburn” 


A Real Golf Oxford 


No. 82 Boarded Tan Calf Rubber Sole, A 714-12, 
B 7-12, CD 5-12, E 6-12 $6.10 


No. 88 Boarded Tan Calf Leather Sole Spikes 
A 7¥%-12, B 7-12, C D 6-12 


HeExywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS Fine SHOES 


4 Heywood Oxfords on 
the Leeds Last 


IN STOCK 


For Immediate 
Delivery 


No. 81 Black Calf 
No. 95 Imp. Tan Scotch, Spartan Sole. . 
No 96 Imp. Blk. Holland, Spartan Sole $6.50 


HEywoop Boor & SHOE Co. 


MANUFACTURERS OF MENS Fine SHOES 





Worcester,Mass.VS.A. WorRcESTER,Mass.ViS.A. 























RAY PAEVERgr 


$ 1.5 0 Per Doz. Pairs 


$15.00 Per Gross Prs. In 5 
PAT. APPLIED FOR Gross Lots or Over, $12.00 


In Stock for Immediate Delivery 





Nickel-plated holder fits 
any buckle. 


Have you studied the merits 
of the Evergrip shoe buckle 
holder? 


Do you know that once you 

attach a buckle with an Ever- 

grip your sale is final? 

That there are no comebacks 

or complaints of lost buckles. No prongs on h in 
torn hosiery or discomforts material. nelaed ae p Ba 


of w i it in the si instantly = he pres- 


These are actual facts proven by thousands of retailers who are using 
the Evergrip Holder with every sale of buckles. 


If you are not already acquainted with this new buckle holder, write us direct 
or get in touch with your local jobber. Samples mailed upon request. 





FRENCH BEADING & NOVELTY CO. 
226 S. FOURTH ST. — PHILADELPHIA 


New York Office: Marbridge Bldg., 34 & Broadway 
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"IM 
COWBOY! 


E broncho bustin’ cowboy has a 
cinch compared to the footwear 
merchant who’s tryin’ to ride cut-price 
quality. Might as well try drivin’ a 
twenty-mule team down Broadway 
some Saturday night—he’ll find it 
easier and get farther! 


Converse footwear will give the cut- 
price horse any odds you want to name 
—and be at the finish line long before 
the other mare gets in sight. Your cus- 
tomer isn’t interested in price prima- 
rily—he wants rubber footwear that is 
the best value for his money. . . that’s 
the idea on which Converse was 
founded twenty years ago . . . and that 
same idea is bringing thousands of the 
country’s foremost merchants real 
profits on their rubber footwear sales. 


Before you place any orders for next season’s 
stock, give the Converse salesman a chance to go 
over his line with you . . . compare it shoe for shoe 


April 13, 1929 


with anything the market offers . . . then use your 
own good judgment . . . we’re perfectly satisfied to 
abide by your decision. 

Get to know the Big “C” Line... and the definite 
advantages it offers you in the way of more sales and 
bigger profits ... send for your copy of the Converse 
catalog. 


CONVERSE 


RUBBER COMPANY 


Ch: MALDEN, MASS. 
3932 So. Lincoln St. 


BIG LINE 


Rubber Footwear 
for all the family 


Minneapolis 
646 Stinson Blvi. 





Who’s 
Who 


HE Boston Shoe Travelers’ Associa- 


BOOT AND SHOE RECORDER 


elling al hoes 


on the 


Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 


Ten Thoughts in Men’s Modern Shoe Selling 


By FRED BELYEA, President of The Crossett Shoe Co. 


1.—Men are more alert to shoe values today than ever 
before. 

2.—Men like to know about the quality of the foctwear 
which you wish to sell them. 

3.—Keep your public informed as to the merits of the 
merchandise you have for sale. 

4.—If you would create a desire on the part of the men 
of your community for the shoes which you have 
bought to sell to them, you must first make your 
men’s footwear window attractive. 

5.—It is a good business policy to place in your windows, 
beside each different model of a man’s shoe shown, 
a neat card, telling the price, the name of the model, 
and giving a description of the materials and con- 
struction. 

6.—Concentration is an important requisite in men’s shoe 
merchandising. Concentrate on a few lines; con- 
centrate on the selling and on the display of men’s 
shoes, and thus roll up greater profits. 

7.—The men’s shoes that you have in your store repre- 
sent “the best there 1s” in values; as well as the 
style that best suits your section. Therefore, have 
confidence in your investment, and with greater em- 
ployer-employee cooperation, “Show the Goods.” 

8.—Don’t be afraid of any disparaging remarks that 
your competitors may make. Every knock from a 
competitor is a boost for your sales to “new highs.” 

9.—A well-known national advertising campaign, of 
many years, plus the quality of a modernly-made 
product, makes a strong merchandising background. 

10.—Modern machinery has made it possible to repro- 
duce as high-grade a product, at a greater rate of 
speed, and at a lower cost, than was possible with 
the bench-made shoe. 


J. CAMERON, who has been for 


tion reported pe —. members at a 
special meetin ts) ization 
held on fevarday, March 30, at the 
Hotel Statler. National Treasurer and 
B. S. T. A. Secretary, Billy Noll urged 
that every member bring in one or two 
new mem ; he said that some of the 
boys had recently brought in eight or 
ten new names. The Boston Shoe 
Travelers’ Association, under the effi- 
cient leadership of Clarence N. Coggs- 
Well, are out to roll up “new highs” in 
membership records for 1929. 


*some time covering California ter- 
ritory for the Ault-Shackford Shoe Co. 
line of “Ann Elise” and “W & C Fash- 
ion Welts,” has been appointed north- 
ern California representative for the 
Ault-Williamson Shoe Co. line of Con- 
stant Comfort and Modern Prophylac- 
tie turns, and will both lines in 
that section of the Golden Gate State. 
He succeeds Arden R. Matthews, who 
has been the Ault-Williamson repre- 
sentative in northern California, and 
who recently retired. 





“Come, Come—Come to 
the Fair!” 


Boston.— Charles T. Heald, 
president of the Boston Shoe and 
Leather Fair, gave a talk at a re- 
cent meeting of the Boston Shoe 
Travelers’ Association, held at the 
Hotel Statler, in which he urged 
the members of this organization 
going out from this market to all 
sections of the country to sell to 
buyers the idea of a visit to the 
Boston Shoe and Leather Fair, 
the Week After the Fourth. 

“The success of the Fair will 
depend largely upon your coopera- 
tion,” said President Heald. He 
complimented the Boston boys 
upon their good work in the past 
and said that the Boston Shoe 
Travelers had been largely re- 
sponsible for the success of this 
event, which has now become one 
of the big affairs in the shoe 
world. 

Mr. Heald also highly compli- 
mented Secretary Thomas F. An- 
derson of the Boston Shoe and 
Leather Fair Committee, as one of 
“the captains” who had steered 
the Boston Shoe and Leather Fair 
to a high degree of accomplish- 
ment during the past nine an- 
nual mid-summer national trade 
“meets.” 











J. PETTUS, 
* former shoe 
buyer for Rhodes’ 
Bros., department 
store, Seattle, 
Wash., now as suc- 
cessfully sells 
shoes on the road 
for the Fern Shoe 
Co. of Los An- 
geles as he bought 
them for the retail 
store. Mr. Pettus 
needs no introduc- 
tion to the trade, 
as he has a wide 
acquaintance with the leading retail 
shoe merchants of the Pacific North- 
west, which territory he covers. It is 
stated that A. J. had long wished to 
become a knight of the grip and is 
most happy in his new connection. Jack 
Olstein also represents the Fern Shoe 
Co., as well as the Wm. Marks Shoe 
Co., Inc., of St. Louis. 


A. J. Pettus 
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SKEEZIX SHOES ARE GROWING IN] =: 
POPULARITY = DO YOU SELL THEM? | ».: 


ecuti' 
Joss, 
Adve: 


“All the world loves a winner.” B. 
Chi 


We find it constantly easier to extend the sale of Skeezix Shoes for boys ton § 
and girls because their fame outruns their arrival. mente 
“Oh, yes! Skeezix! Glad to look at ’em!” te’ 
This is the salutation merchants give our salesmen. And a sale usually tie 
follows the “look.” Leath 
It’s just a case of putting good, honest material and workmanship into a rch 
juvenile shoe, which comes to you in modern, snappy lasts and patterns, the ps 
and backing the shoe with the national publicity of the Skeezix name. esting 
t 

The public does the rest—for Skeezix is a household word in millions oy Si 
of families. States 

ures § 

New I 


ASK FOR COMPLETE try an 


ee « He ga 
IN STOCK’? CATALOG the wo 
ature 1 
only ir 
DN 35i—Full Chrome DU 35i—Full Chrome Black and of 
int Onestrap. 7 operati 
Terms rs, Funs. “Chan- depart 
3% 10 days Junior or ’ sizes. try ove 
/; t 
ife/3) Bo cna D “width, E50: on Senior Misses’ sizes. Poe) ful 
and nu 
sides 
in the 


LANCASTER SHOE CO. 
ELIZABETHTOWN, PA. 
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HE Boston Shoe 
Travelers’ As- 
sociation recently 
held a Saturday 
luncheon meeting 
at the Georgian 
Room of the Hotel 
Statler to discuss 
the reclassification 
of insurance rates, 
and to listen to the 
official call of re- 
enlisting for ser- 
vice at the Boston 
Shoe and Leather 
Fair, to be held in 
“The Hub” the 
week after the 
Fourth. President C. N. Cogswell pre- 
sided; National Treasurer and Boston 
Secretary Billy Noll, urged all to work 
for a greater membership and an- 
nounced that a membership book was 
about to be printed with the permanent 
addresses and the names of the firms 
represented by members of the Boston 
Shoe Travelers Association. 
Vice-President John S. Whittemore, 
Past-President Harry E. Lynch and Ex- 
ecutive Committee member, Charles E. 
Joss, were appointed members of the 
Advertising Committee. 


B. S. T. A. Boosting Boston Fair 


Chas. T. Heald, president of the Bos- 
ton Shoe and Leather Fair, compli- 
mented the boys on their past good 
work in behalf of the big event and 
asked their hearty support this year. 
Secretary Thomas F. Anderson, man- 
aging director of the Boston Shoe and 
Leather Fair, whom President Heald 
referred to as “the man who has been 
largely responsible for the successes of 
the past nine fairs,” talked most inter- 
estingly on “How the Boston Shoe and 
Leather Fair is Boosted by the Travel- 
ing Salesman,” and also cited United 
States Department of Commerce fig- 
ures showing the importance of the 
New England shoe and leather indus- 
try and the real merit of its products. 
He gave a report on the progress of 
the work; told about the mass of liter- 
ature which had been broadcasted, not 
only in this country, put ‘cross seas; 
and of the good cooperation already in 
operation through the passenger traffic 
departments of the railroads the coun- 
try over. Managing Director Ander- 
son stated that a list of Boston hotels 
and full information as to their rates, 
and number of rooms; as well as broad- 
sides of publicity, were already 
in the hands of buyers of shoes in 
all parts of the United States, Canada, 
Cuba and South American countries, 
and that more publicity is constantly 
rg 

“AB for the Shoe Traveler,” by 
N. S. T. A. Secretary T. A. Delany, 
— in the RecorpER of recent 

te, is among the pieces of literature 

oe natio and international circu- 
ion. 

President Cogswell suggested that an 
outing might be an interesting feature 
of the entertainment of Boston Shoe 
and Leather Fair week. 


Wm. Noll, B. S. T. A. 


Secretary and N. S&S. 
T. A. Treasurer 


J E. PHELAN, with a quarter-of- a- 


* century’s acquaintance with all 
branches of the trade to his credit, has 
ants joined the salesforce of the 
Crystal Sole Tanning Co., manufactur- 
ers of Super-Flex Box Toes and w- 
ing girls’ college heeled fine McKay 


shoes, te retail at popular prices. Mr. 
Phelan will sell the output of this fac- 
tory to the chain store and shoe job- 
ber, in connection with Henry McDer- 
mott, who formerly sold this trade for 
the Chelsea Shoe Co. Mr. McDermott 
has had a 15-years’ connection with 
both the selling and manufacturing of 
shoes, and has a wide circle of friends 
in the industry. Messrs. Phelan and 
McDermott will make their headquar- 
ters at Room 200, United States Hotel 
Building. 


HARRY MILLER, who sells the 
* output of the Portland Shoe Mfg. 
Co., of Portland, Me., reports that his 
line of popular-priced women’s welt 
staple shoes is in steady demand, that 
ties are among his best sellers; that 
center buckle strap patterns are also 
good, in medium heels. 





N.S. T. A. Reclassified 
Rates Popular 


Boston.—The N. S. T. A. secre- 
tary reports that the new re-clas- 
sified rates, in effect April 1, and 
which have been duly announced, 
are meeting with a most favorable 
response. These re-classified rates 
entail no unnecessary burden upon 
the young man, and yet protect 
the older members. They offer to 
the younger members a big incen- 
tive for insurance protection. 
These rates were put into effect 
to insure to all a more equitable 
coverage than was possible under 
the old rate, which was the same 
to the young as to the old. There 
are now six classes, with cost of 
premiums regulated as to ages; 
and as tothe least possible cost 
to members in each class, thus ef- 
fecting a more stable plan of op- 
eration, without any _ radical 
change or increased cost to those 
already insured. Under the new 
rates, the young man may obtain 
his insurance at a minimum of 
cost. 


NO MEDICAL EXAM 


Despite the fact that the age 
limit for all new members is now 
55, those who have already taken 
out insurance under this group 
arrangement are covered now and 
will be covered as long as they 
retain membership in the N. S. 
T. A., or its locals, even though 
they change their occupations 
from shoe selling to some other 
pursuit, provided that that pur- 
suit is not classified as “an extra 
hazardous” occupation. 

All desirable applicants up to 
age 55, from the shoe traveling 
fraternity, and all others con- 
nected with the shoe industry, will 
be eligible for this group insur- 
ance, without medical examina- 
tion. The re-classification of rates 
does not effect any change in the 
original contract. 

This more just and equitable 
re-classification of N. S. T. A. 
group insurance rates, effective 
April 1, 1929, was voted upon at 
the annual meeting of the N. S. 
T. A., held in Chicago last Janu- 


ary. 











ERMAN 4G. 

SIEGRIST, 
after a three 
months’ absence 
from the Shu- 
Stiles, Inc., or- 
ganization, has 
reconnected with 
this concern in 
the capacity of 
sales manager. 
He reports a very 
satisfactory 
spring business. 
Mr. Siegrist has 
been identified 
with the industry for the past 22 years. 
He was associated with Selz-Schwab 
Co. for 16 years; with Rice & Hutchins, 
Inc., for four years, and later with 
Shu-Stiles, Inc., his present connection. 
At one time he was in charge of the 
stock department of The Hannahsons 
Shoe Co., having under his supervision 
shipments according to the 12-hour 
plan. Last December he resigned his 
position with Shu-Stiles, Inc., to be- 
come general manager of the La France 
Shoe Polish Co., of Highland, IIl., in 
which concern he had acquired an in- 
terest. 


Herman CG. Siegrist 


F RANK W. LORD will cover Indiana, 

Michigan, Ohio and Pennsylvania 
and West Virginia with the Springvale 
Shoe Co.’s line, in connection with that 
of the Cushman Hollis Co. (The 
Springvale factory now being owned 
by the Cushman-Hollis Co.) Mr. Lord 
explained in a recent interview that he 
would be a trifle late in starting on his 
trip, as a practically new line from 
both factories was being built; he says 
that he feels both his regular and pros- 
pective customers will be patient and 
is confident that the new samples will 
appeal to them, as to style and as to 
consistency of price. 


ALESMEN of The Crossett Shoe 
Co. are now in their territories with 
the full line of Crossett and Lewis pop- 
ular priced men’s tan and black shoes 
for young men for immediate delivery. 
Crossett’s Supple Tread, a _ correc- 
tive shoe, is being featured. The 
salesmen say that they find the 
large in-stock department which The 
Crossett Shoe Co. operates is a big help 
to them in effecting quick deliveries. 
The salesmen’s roster is as follows: 
J. H. Brokaw, Alaska; W. H. Dooley, 
Arkansas, Iowa, Kansas, Missouri, Ne- 
braska, Oklahoma; F. C. Fletcher, 
Ohio, Pennsylvania and West Virginia; 
E. C. Fulghum, North Carolina and 
South Carolina; W. R. Fulwider, Ken- 
tucky, Tennessee and Virginia and 
West Virginia; W. J. Howe, Connecti- 
cut, Maine, Massachusetts, New Hamp- 
shire, Rhode Island; W. D. Howe, New 
York, Northeastern Pennsylvania and 
New Jersey; F. P. Hutchinson, Massa- 
chusetts, New Hampshire, New York, 
end Vermont; T. L. Kennard, Los An- 
geles; A. Maples, Louisiana and Texas; 
A. F. Medine, Arizona, Southern Cali- 
fornia, Colorado, New Mexico and 
Texas; F. D. Mullin, Northern Cali- 
fornia, Idaho, Montana, Nevada, Ore- 
gon, Utah, by Se and Wyoming; 
R. H. Weeder, Delaware, District of 
Columbia. Maryland, New Jersey, 
southern Pennsylvania and West Vir- 
inia; L. C. Turner, Alabama, Florida, 
rgia, Mississippi and southern South 
Carolina. 
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453,182 Boys 
49.684 Girls 
3.969.895 Mothers 
341.007 Children 


During this Spring, Summer and Fall, 
4,813,768 people will be reading one or more 
of the eight magazines which will carry a 
total of more than 20,000,000 advertise- 
ments on Hood canvas shoes. 


Imagine the number of people in your 
own community who will see and read these 
advertisements! 

Hood’s 1929 national advertising cam- 
paign on canvas shoes is the most extensive 
we have ever undertaken. It will unques- 
tionably produce sales for you—for every 
Hood dealer. And profitable sales, too, for 
these advertisements feature Hood’s best 
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sellers—the popularly priced, extra quality 
Redman, Siak, Husky and Sandlot. 


In addition to and supplementing the 
national magazine advertising, Hood will 
supply each dealer a most attractive, color- 
ful window display, as well as several other 
selling and merchandising helps. One of 
these is the new book on Outdoor and In- 
door Sports, written by nationally known 
athletic coaches and directors. 

Special plans for Hood National Canvas 
Shoe Week, starting May 27th, will serve to 
effectively tie-up local Hood dealers with 
Hood’s national advertising. 

The 1929 canvas shoe season should 
prove the most profitable one for Hood 
dealers everywhere. 


ns 


HOOD RUBBER COMPANY « WATERTOWN, MASSACHUSETTS 


April 18, 1929 


=9 
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How to Merchandise Canvas Shoes 
ina Suburban | own 


By P. J. STEWART 
Manager of the Smalley-Terhune Shoe Co., Wollaston, Mass. 


Wollaston, Mass., is a part of the City of Quincy; it 
has a trading population of 12,000. The Smalley- 
Terhune Shoe Store serves the family trade in footwear 
within a radius of ten miles—sometimes from much 
further away. The fact that the store is situated on a 
hill directly opposite the railroad station, and that its 
manager, with twenty-three years of shoe selling at 
wholesale and retail, is a good advertiser and window 
trimmer, as well as a “good mixer,’ has made a real suc- 
cess of this business, of which canvas rubber soled foot- 
wear 4s an important part.—Editor’s Note. 


of the business of any retail shoe merchant. I 
could not afford to be without canvas all the 
year ‘round; I really need canvas more than rubbers, 
because I sell more canvas in the winter than rubbers in 


(Ver tse rubber soled shoes are an essential part 


the summer. It pays to cater to the kiddies with canvas, 
as well as with all other kinds of merchandise which you 
may have for sale; little souvenirs—I have a special table 
for them, presided over by two big Teddy bears—do not 
cost much, yet pay big dividends in the distribution of 
more pairs. Show your canvas rubber soled shoes as 
early as March 1. I buy my stock in October or Novem- 
ber, and plan to have it arrive about the middle of Feb- 
ruary ; on the first day of March, I show boys’ sneakers, 
scattered among the leather shoes for the young chaps, 
with the result that they sell almost immediately. For 
instance, last month, on the first Saturday in March, I 
sold ten pairs of boys’ sneakers at $2 and $2.50 the pair. 
On Easter Saturday, a mother bought a pair of sneak- 
[TURN TO PAGE 76 PLEASE] 


The window at the left of this picture shows a canvas rubber soled shoe trim of The Smalley- 
Terhune Shoe Co. of Wollaston, Mass. Manager and Window Trimmer, P. J. Stewart, has made 
his background a “home-town” beach scene, near the wooded country side. Sneakers are shown 
peeping out from the branches of the trees, while canvas rubber soled bathing shoes occupy the 


sandy beach foreground; a mirror is ingeniously used to give a more realistic water effect. 


This 


trim won a $15 prize in a recent window contest 
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Chiropodists Blame Foot Ills on 


Improperly 


Footwear Dealers Join 
Discussion at 
Convention 


Newark, N. J. (UTPS)—Many re- 
tail shoe men of Newark and vicinity 
attended the annual meeting of the 
Chiropodists Society of New Jersey at 
the Hotel Robert Treat, Newark, N. J. 
on March 24 and 25, where many of 
the firms had displays of both the ordi- 
nary and corrective tyves of shoes. 

Style was discussed at length and 
manufacturers were told of the con- 
clusions of expert foot doctors, shown 
by illustration, what caused much of 
the foot troubles, and made suggestions 
as to the proper styles for the average 
foot. The doctors claimed that all or 
most all of the foot ills were due to the 
wearing of poorly fitted shoes, with one 
going so far as to state that 90 per 
eent of the people that had come to him 
for advice had trouble caused by shoes 
that were too short. He asked why 
salesmen sold a shoe that was too 
short. 

One salesman advanced the idea that 
they were comnelled to sell these shoes, 
or their customers would go elsewhere 
and buy the same size, since most of 
the women, in particular, demanded a 
good looking, rather than a comfort- 
able shoe. They sought short sizes. 
When asked if it was because they 
couldn’t fit them otherwise, the answer 
was “no,” since they could fit the people 
in most cases, although they might run 
out of the —e and narrow shoes and 
some might sell the shorter length. But 
~ claimed this was not a general 
rule. 

It was suggested that shoe men 
adopt a standard measuring method, 
but nothing definite was done about 
this, inasmuch as the shoe men declared 
the method of measuring, whether 
standard or otherwise, would have little 
to do with the fitting. _ 

It was pointed out by a shoe man 
from Boston, Mass., Joseph Lelyveld, 

. C. P., who is chairman of the Pub- 

Information Bureau of the N. A. C., 

demonstrated his talk with pic- 
, that shoes should be fitted from 
the broad part of the sole and allowed 
ient room for expansion when un- 
der pressure. He stated that different 
tynes of shoes should be worn by the 
average person, and walking shoes sold 


for that pu and not the high 
heel: Eiecnied for street wear, 
such as should be worn by women for 


Fitted Shoes 





should not be advocated for general 
wear; it was bad for the feet and he 
believed bad for business also, al- 
though admitted that women did often 
insist upon the wrone tyne of shoe be- 
cause they thought it looked well on 
some one else. “Shoes for all purposes 
should be their slogan,” he stated. 

He told the retail shoe men present 
that he believed that salesmen should 
be especially educated in fitting shoes 
and be instructed to fit the foot prop- 
erly, and if they haven’t the right shoe 
in stock, advocate waiting until they 
could be had. He advised the chiropo- 
dists to help educate their patients up 
to this idea, believing there would be 
less foot ills. 

Among those having displays for the 
two days at the Robert Treat Hotel 
were the Cantilever, Faucett & Porter, 
W. M. Georges, Foot Friend Shoe, Foot 
Saver Shoe, Indian Walk Shoe, Funk 
& Sutphin, Walkover, Menihan Arch 
Aid, The Selb-- Shoe Companv Ports- 
mouth, Ohio; E. T. Wright & Co., Inc., 
Rockland, Mass.; C. D. Brown & Co., 
Inc., Rochester, N. Y.; The Foot Form 
Shoe Shops; Arch Preserver, Johnson 
and Murphy, Queen Quality and Flors- 
heim; Pediforme, and others. The shoe 
for the ordinary foot was displayed and 
many of the new numbers were shown, 
although the corrective shoes were in- 
cluded and closely examined by the 
chiropodists present from all over the 
State of New Jersey. 


St. Louis Stores Report 
Record-Breaking Volume 


St. Louis, Mo.—The pre-Easter shoe 
business in the retail district was tre- 
mendous. Palm-Saturday found all 
stores doing capacity business, with re- 
ports from some operators to the ef- 
fect that the volume on this day 
equalled the best records ever made in 
the entire history of the business. Top 
grade stores and popular priced insti- 
tutions shared in the activity, with the 
high grade stores reporting unusual 
business for the day. The business 
continued strong throughout the week. 
The-demand for extra men was par- 
ticularly heavy and many were sup- 
plied from the wholesale houses. 
Colors have come into their own. 
Blonds, beiges and tones in this field 
were outstanding in the popular priced 
field. Patents also scored heavily in 
stores of the popular priced ’ 

The high priced stores continue to 
be swamped with calls for beige water- 


other color with unusual prestige. In 
popular priced shoes, sandals are eag- 
erly sought and predictions of opera- 
tors are to the effect that they will be 
outstanding with the advent of warm 
weather. 

March showed a gain in volume over 
the same month of last year in practi- 
cally all stores. 


New Adler Shoe Store 
To Open About May 11 


New York City—The twenty-first 
store of the Adler Shoe Chain, for 
which a location has been leased in the 
New York Hotel Building on Seventh 
Avenue at Thirty-sixth Street, will be 
opened about May 11, instead of on 
May 20, as previously reported, it is 
announced. 


Morgan With Mills 


Los ANGELES, CAL. (UTPS)—G. L. 
Morgan, formerly manager for the 
Burns Shoe Company, has taken over 
the management of the Mills Theatri- 
cal Shoe Company’s store at 6270 
Hollywood Boulevard, in the film city. 
The company, which maintains a fac- 
tory at 1113 Wall Street in Los An- 
geles, handles all kinds of theatrical 
footwear from wooden shoes to toe 
dancers ballet slippers. Shoes are 
manufactured to order and are turned 
out in colors and materials to suit the 
wildest fancy. 

In addition to the Hollywood store, 
the company maintains a down-town 
establishment at Sixth and Olive 
Streets. 


Miller With Saks 5th Ave. 


Los ANGELES, CAL. (UTPS)—Frank 
Miller, who was buyer and manager for 
the Bootery in Los Angeles and San 
Francisco until the company sold out 
the first of the year, is now connected 
with Saks—Fifth Avenue, New York, 
according to word received here this 
week. Mr. Miller will be connected 
with the company’s proposed expansion 
program, which includes the establish- 
ment of stores in Chicago, Los Angeles 
and other large population centers. 


Change in Management 


SALIsBuRY, N. C.—Phil Levenson, 
manager of the Family Shoe Store of 
this citv. has acquired an interest in 
the Family Shoe Store of Roanoke, Va., 
and will undertake the management of 
both stores, with the assistance of Sam 
Halpern, who acts as resident manager 


of the Roanoke store. All buyine for 
both stores will be done here in Salis- 








evening. He stated that evening shoes 


snakes. Dark blue in this field is an- 


bury. 
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No. X-500 — Black 
Calf Bal Oxford, with 
cork box and ““Wing- 
foot” half-heel. . ..$5. 

In stock A and B, 7 to 12; 
C and D, 6 to II. 












No. X-566—Stantest 
Arch (Metatarsal) 
Black Kangaroo 
Blucher Oxford, with 
specially formed 5% inch 
hea steel arch extending 
back over h seat and forward under 
metatarsal arch. 10-iron sole, “Wing- 
foot” half heel............-++++s $6.00 
In Stock AA, 7% to 11; A, 7 to II; 
B, 6% to 11; C and D, 6 to fl. 

No. X-567—Same in Tan Kangola, $6.00 













Deliveries out of stock on receipt of your 


order. 


The merchant who knows shoes gladly 
teaches his customers the superior merits 
of Stantest Shoes. 


Fiebrich-Fox-Hilker 
Shoe Co. . Racine, Wis. 
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A New Edition 
of a Well Known 
Book Will Be 


Out Soon 


Do you know the meaning of all 
the terms used in the shoe and 
leather trade? Can you make a 
good impression on a customer 
by calling things by their correct 
names and answering questions 
in an intelligent manner ? 


If you can’t—you need the 


“Shoe and Leather 


Lexicon” 


An authoritative dictionary of the 
terms used in the shoe and leather 


trade. Watch for our announcement. 


Boot and Shoe Recorder 
Publishing Co. 
80 Federal St. Boston, Mass. 
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This Makes Twenty-One 


at at Ne 


Here is the newest Buck Booterie, 
sweater in the chain conducted by 
Earl K. Buck in the states of Nebraska 
and Iowa. The new store, which is to 
be the master one of the chain, is at 


ae 


> A 
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1503 Farnam Street, Omaha, Neb. | 
Judged by any standard, it is one of 
the outstanding stores of the Midwest. 
It has a bronze front and the windows 
follow the general art moderne type, not 


only in the design of the fixtures but in 
their arrangement and coloring as well. 
Mr. Buck opened his first store 17 years 
ago and the chain has been buildin 

ever since. Other stores will be added. 





Boston Stores Report 
Continued Increase 


Boston, Mass.—The retail shoe 
business of the city showed marked im- 
provement the week after Easter. It 
was augmented during the first three 
days after the Lenten Season by spe- 
cial offerings and anniversary sales. 
For instance, one buyer made a de- 
cidedly advantageous purchase of 
women’s and misses’ genuine water- 
snake, hand-turned shoes, combined 
with light colored kid in beige, gray and 
suntan shades, in straps, ties, high and 
low heels, which he offered to the pub- 
lic at $8.75, and which met with a most 
satisfactory response. The same buyer 
offered a lower grade shoe at $3.95 in 
watersnake combinations, which also 
boosted sales. 

The cold, wet, weather of the last 
three days of after-Easter week some- 
what retarded trade, but the general 
report was “a better week’s business 
than that for the corresponding week 
of 1928.” 

The children’s shoe business, includ- 
ing that of the modern misses’, helped 
materially to boost sales. 

The men’s shoe business was fair. 
Merchants are pushing tan shoes 
strongly. In the high grades in men’s 
shoes, a popular seller is a fine Russia 
calf and dull calfskin, in a conservative 
trim, at $12.75. Hosiery for men con- 
tinues to be popular in refined clock- 

and stripes, as well as in solid 
colors, in the higher grades. Women’s 
hosiery is selling strongest in clear 
chiffons in suntan colors. A high-grade 

p reports that its women’s hosiery 
department has had its business ma- 
terially increased by the sale of per- 
fume, which it has recently installed. 
Colorful hosiery cabinets have also 
been extra profit makers. 





Pittsburgh Firm Opens 
Store in Cleveland 


CLEVELAND, OHIO (UTPS)—The 
Parisiene Bootery, Inc., of Pittsburgh, 
has leased the store formerly occupied 
by Stones Shoe Co. at 1603 Euclid Ave- 
nue, Cleveland, Ohio, and opened for 
business on March 25. They are fea- 
turing women’s short vamp shoes in a 
price range of from $9 to $12. Harry 
Newman, who was formerly manager 
of the Wilbert Shoe Store, is manager 
of the Parisiene Bootery. The store 
is right in the heart of the theatrical 
district of Cleveland, where a high 
class of trade predominates. The store 
is about 75 feet x 25 feet. Interior 
alterations will be made some time in 
the future. 


Broken Assortments 
Lead in Mark-Downs 


CoLumMBus, OHIO (UTPS)—The Bu- 
reau of Business Research of Ohio 
State University, in its bulletin cover- 
ing the study of the reasons for mark- 
downs compiled from reports received 
from 11 Ohio department stores in 
January. shows that broken assort- 
ments takes first place as a cause for 
markdowns in the shoe departments of 
the stores reporting. In former months 
the most potent cause for markdowns 
was special sales. But broken assort- 
ments, which caused 61.5 per cent of 
markdowns in January, compared with 
special sales as causing 15.1 per cent 
takes the first place by a large mar- 
gin. Other causes for markdowns, ac- 
cording to January reports, were sizes, 
which caused 2.8 per cent; price ad- 
justments, which caused 2.6 per cent, 
and quantity, which caused 2.4 per 
cent. The report shows that during 
January shoes were marked down 
from but $1,946.23 to $1,301.05 in the 





shoe departments of the 11 reporting 
stores, which was 1.1 per cent of the 
value of all markdowns in all merchan- 
dise groups. 


Opens Shoe Dep’t 


BERKELEY, CAL. (UTPS)—Donogh’s 
Department Store, of Berkeley, has 
opened a popular-price family shoe 
department at the back of the store, 
featuring $4.85 shoes for men, women, 
and children, with Harry A. Murphy 
and Albert Hudson, seasoned shoe men, 
as leaders of the concession. Comfort- 
able opera-style chairs, amid a color 
scheme of blue and ivory, combine to 
make a very attractive department. 
The concession will have daily window 
space privileges for its displays. 


Tieburg Opens Store 


SAN FRANCISCO, CAL. (UTPS)—San 
Francisco’s newest shoe store is that 
of Paul Tieburg, recently opened in 
the Foreman & Clark Building at 
Stockton and O’Farrell Streets, with 
William Preble in charge. Medium- 
priced men’s and women’s shoe, rang- 
ing from $5 to $8.50, are the main lines 
carried. Paul Tieburg has other stores 
in San Francisco, one being at 2594 
Mission Street, where similar priced 
lines are carried for the great Mission 
District trade. 


Dissolve Partnership 


EuLpora, Iowa (UTPS)—The part- 
nership of Hall & Edwards, of lon 
standing, has dissolved. Clayton Hall 
bought out the interest of his partner, 
George R. Edwards, and will hereafter 
conduct the business under the name 
of Hall’s Bootery. Edwards will go 
into the farm loan business. 
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At-Once Orders 
Show Increase 


‘in St. Louis 


March Records Broken As 
Merchants Fill In 


Sr. Louis, Mo.—Further increases in 
wholesale business are reported along 
Washington Avenue and in all of the 
houses, with one of two exceptions. Re- 
cent business has been enormous, with 
many of the in-stock departments inun- 
dated with orders and in position to fill 
only a part of the requirements. 

March, 1928, was one of the biggest 
months of the year and March of this 
year surpassed that record. One of the 
largest houses reported business of such 
volume that they anticipated making up 
the 10 per cent loss shown in shipments 
on March 1 and anticipated a gain on 
April 1 for the fiscal period. 

Orders continue to increase, with 
salesmen sending in size sheets with a 
good unit sale on each. There has been 
a terrific demand for immediate deliv- 
ery merchandise, merchants resorting 
to telephone, telegraph and personal 
calls. A heavy April business is ex- 
pected by the general line houses. 

E. H. Bickel, style manager of wo- 
men’s shoes of the Central Shoe Com- 

any, reports that Lido Sand accounted 

or 50 per cent of all colors sold in his 
department. Patent leather is given 
second position in the style parade with 
oP gpemange growing stronger each day. 

are reported as having a good 
call, with dark blue occupying second 
place in this high color field. 

Sandal effects with front straps and 
cut-out quarter and vamp are especially 
in demand and Mr. Bickel predicted a 
heavy season on this type of merchan- 
dise. Wide one-straps are also very 


popular. 





U. S. Shoe Company 
Now in New Offices 


CINCINNATI, OHIO. — The United 
States Shoe Company has completed 
the moving of its executive and sales 
offices from the Duttenhofer Building 
to the Krohn-Fechheimer plant. The 
reason for the move was to combine 
executive and sales s with the in- 
stock departments of the various 
branches. 

The executive and advertising offices 
are on the first floor. The second floor 
is devoted to sales offices and stock de- 
partment of the A. J. Sweet Division. 
Charlie Hickle is sales manager. Frank 
Cahill and his well known Air Mail 
Division, an in-stock proposition, oc- 
cupy the third flooor. 








E. E. Daniels, vice-president of the 
United States Shoe ong | and sales 
director of the Red Cross Division, is 
on the fourth floor; while W. J. Harney, 
sales manager of The Flexridge Divi- 
sion, and R. Sherrington, in charge of 
the Scheiffele Division, are on the fifth 
floor with their respective stock depart- 
ments. The sixth floor is’ givén over 
to the general offices, and the seventh 
floor to a restaurant and to recrea- 
tional rooms. 


Rice-O’Neill Shoe Co. 


to Have Larger Plant 


St. Louis, Mo—tThe Rice-O’Neill 
Shoe Company will move its factory, 
office and sales rooms to Nineteenth 
and Washington Avenues on June 1. 
Their present location is at 1113 South 
Twelfth Street. This move places one 
of St. Louis’ leading specialty factories 
right in the heart of the Stt. Louis 
shoe district—and on one of the lead- 
ing shoe streets of the world. 

e new factory has a floor space of 
23,000 square feet, making possible a 
50 per cent increase in production over 
the present factory. Rice-O’Neill, al- 
though less than four years in busi- 
ness, has established itself in the shoe 
industry as one of the outstanding spe- 
c‘alty manufacturers. Their growth 
has been remarkable in light of the 
highly competitive condition in this 
branch of the industry. 

The moving of their factory is a re- 
flection of the increasing demand for 
their product. F. S. Rice is president; 
J. G. Jones, Jr., vice-president; L. J. 
O’Neill is secretary-treasurer. 


Factories Report Wide 
Variety of Summer Styles 


LYNN, Mass.—Factories here are 
settling down to a run on summer shoes 
with styles capricious, for this is the 
time of the year when the novelties 
flourish like roses in a sunny garden. 
Sales of novelties the country over go 
on at the rate of something like 300,000 
pairs a day, for a general average, and 
when the warm breath of summer 
comes they will do better than that. 
Any cut of pattern that is clever, and 
any color that is pleasing is good style 
at this season of the year, and the col- 
ors include blacks and whites as well 
as the many hues that have already 
been mentioned. 

An early start has been made on fall 
sampling, not so much with the thought 
that the fall season is to open early, 
for shoemakers choose to have a long 
summer season if they can, but rather 
with the thought that it is well to take 
time to make up new styles, so as to 
perfect the detail and refine the shoe 
completely. 
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Shoes for Every Occasion 


The Portsmouth, Va., branch store of Hofheimer’s, Inc., of Richmond, 


recently opened the 


Spring season with a beautifully staged style show 


in the store. Shoes and clothes, with particular emphasis on the pop- 
ular ensemble, were shown by juvenile models, girls in their teens and 


the grown-ups. 


Music was furnished by a jazz orchestra and the 


show was helped by the introduction of vocal and instrumental solos 

between the appearances of the models on the runway. Dresses and 

shoes for sport, street, formal afternoon, dinner and formal evening 

affairs were shown to a large audience of genuinely interested men 
and women 








Paramount Shoe Co. 
Organized in St. Louis 


St. Louis, Mo.—The Paramount Shoe 
Company was recently organized in St. 
Louis, with a capital of $250,000. Abe 
Tober, president of the Tober-Saifer 
Shoe Co., St. Louis, the Wolff-To- 
ber Shoe Manufacturing Company, St. 
Louis, and the Rebot Shoe mpany, 
Marlboro, Mass., will be chairman of 
the board of the new company. 

A modern fireproof factory is being 
built. In designing it, nothing was 
sacrificed in order to make it the most 
efficient producing unit money can buy. 
The factory is locataed at Chippewa 
and Gravois Streets. It will have a ca- 
pacity of 3000 pairs a =e. Paramount 
will make Compo nove y shoes to 
retail at $5 and $6, also arch type shoes 
to retail at the same price. 

Two of Compo Shoe Machinery Cor- 

ration’s officials literally made a fly- 
mee trip to St. Louis recently upon the 
ogee of Paramount. W. H. Bres- 

, chairman of the board, and Bar- 
ney Solar, —- came here by 
plane from Cleveland and after closing 
an order for Compo conveyors, took a 
plane to Chicago. 


Sales Conference Held 
By George E. Keith Co. 


BRoOcKTON, Mass.—Salesmen of the 
Geo. E. Keith Company, who carry 
men’s lines now, are on their way to 
their respective territories with expec- 
tations of a good increase in business 





over that of the past season, which, 
too, was generally satisfactory. The 
semi-annual convention of the Walk- 
Over sales force was concluded last 
week, Thursday, with a dinner at which 
President Harold C. Keith and Vice- 
president George H. Leach were the 
speakers. 

Walk-Over salesmen who carry the 
women’s lines will gather here about 
a month later, for most of them still 
are on their selling trips. Three of 
the men’s line salesmen, Walter Baker, 
Irving Briggs, and Douglas MacRobbie, 
also were absent because they are still 
in their territories. 

A special merchandising group, con- 
sisting of Herbert T. Conner, Walter 
D. Leach, Arthur J. Chase, and Al W. 
Lutz, played an important part in the 
convention and in planning the new 
line. Everett Smith, newest addition 
to the selling force and one of four 
Smiths selling the Walk-Over line, was 
introduced, as was Ernest Damon, in 
charge of the St. Louis branch of the 
company’s stock department. 

Mr. Keith explained the work that 
has gone into the new line and out- 
lined the selling plan, after which he 
dealt at length on the tariff situation, 
pointing to the possible danger of in- 
creased prices for footwear if a duty 
is ead on hides. Immediately after 
his address he left for New York 
where, as president of the National 
Boot and Shoe Manufacturers’ Associa- 
tion, he was called to an important 
conference on the tariff situation. 

At the main conference session 
Wednesday, at which Sales Manager 
Harold W. Copeland presided, Mr. 
Keith explained the. work done by the 
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Men’s & Women’s 
Slippers 
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Men’s and 
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“Companion- 
ate” Slippers 
Turns only— 
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L. B. EVANS’ SON CO. ~ ~- Wakefield, Mas.. 








PARISTYLE FOOTWEAR MFQ. CO., IN@. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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TURNED, BLACK KID 
BALLET SLIPPERS 
‘Women's, $1.86; Migsee’, $1.80; Children’s, 
$1.25. Mail orders promptly attended te 
Send for Samples a 
ROTH & ROSENBERG SHOE CO. 
124 N. hia 




























Im Stock nck 
Ladiew e 
Misses’ e 
Ohild’s $1.15 pr. 

BLOG SHOE CO., INC. 
Bee came Pty, 
New York, N. Y¥. 


























































Store Fixtures 
























merchandising group and what it miged 
to accomplish in the future. Walter 
D. Leach showed the men’s shoes and 
explained the principal features of the 
line, after which Arthur J. Chase, head 
of the stock department, explained 
what he had to offer. 

Al W. Lutz explained the new set- 
up, with the retailer in mind, and 
Herbert T. Conner, head of the stores 
company, touched on the retailer’s 
problem. Harry Dunbar, head of the 
leather department, explained the con- 
ditions from his department’s stand- 
point, and W. Everett Shar, head of 
the order department, and W.-M. Little- 
field went over details of the new line 
of men’s shoes. An advertising ses- 
sion was in charge of William T. Card, 
advertising manager. 


Higher and Still Higher 


Heels Are in Prospect 


LYNN, Mass.—High heels and health 
shoes are both going strong here. There 
is something in common between them, 
for a lot of the new health shoes are 
made with heels that are high for 
health shoes, and they are so made that 
many women can wear them with com- 
fort, and also, with fashion, for they 
are as smart in line and color as many 
a novelty style. 

Of course, the modern flapper, high 
of arch, and full of pep, can and does 
wear the heels of most any height, and 
for her the model makers of the last 
factories are now bringing forth a new 
shoe to carry a heel 26/8 (3% inches) 
high, which is the tallest heel yet. 
The 24/8 heels beat all previous rec- 
ords for the first quarter of this year, 
and the same may be said of the heels 
of the 20/8 class, including the 22%/8 
heel, which is made for people who are 
extra particular about their heels. 

In the making of health shoes, of the 
1929 type, the heel seat is often cupped, 
and sometimes cushioned with rubber, 
so that the heel of the foot sinks down 
low into it, and with comfort, and the 
counter closes around the ball of the 
heel like a socket around_a ball in a ball 
and socket joint, and the arch is firmly 
supported, with the shank piece secure- 
ly locked into the heel seat. 








New Directors Elected 


by St. Louis Company 


St. Louis, Mo.—At a recent meeting 
of the board of directors of the John- 
son, Stephens & Shinkle Shoe Com- 
pany, the following new directors were 
e : 


H. S. Brown, M. O. Frost, Norman 
McDonald, Ralph Albon, Carl Connor, 
——_ Martin, J. C. Katezif and C. H. 


These men, in addition to Howard V. 
Stephens, Andrew Johnson and Brad- 
= _— now constitute the entire 





E. F. O’Neill Il 


Brockton, Mass.—Attorney E. F. 
O’Neill, this city, president of the 
Brockton Shoe Manufacturing Co. of 
Holbrook, is quite ill at his home here. 
Mr. O’Neill returned only ten days ago 
from an extensive trip through t 
South and Cuba. 








To Compile Statistics 
On Rubber Footwear 


sNew YorkK City-—The Footwear Di- 
vision, Rubber Association of America, 
Inc., at a meeti held at the Yale 
Club, New York City, on April 4 de- 
cided to compile monthly statistics of 
production, sales and inventories of 
rubber footwear. The work of compi- 
lation will be done by the Rubber Asso- 
ciation. 

E. G. Holt, Chief of the Rubber Divi- 
sion of the Department of Commerce, 
attended the meeting and stated that 
the Department would co-operate with 
the Association in instituting an an- 
nual survey of dealers’ stocks through- 
out the country. The survey will be 
made in two parts—one in November 
of each year, covering dealers’ stocks 
of canvas rubber-soled footwear, and 
the other in March covering all water- 
proof rubber footwear. 


Congratulations to the 
Fiebrichs 





RACINE, 
Members 
shoe, leather and 
allied trades in 
many parts of the 
country will be in- 
terested to read of 
a family dinner 
held at the Hotel 
Racine, the evening 
of March 28, cele- 
brating the golden 
wedding anniver- 
sary of Albert Fie- 
brich, well known 
Racine shoe manu- 
facturer, and his bride of fifty years 
ago, when in Hamburg, Germany, Miss 
Sophie Zacharias became Mrs. Albert 
Fiebrich. 

Children and grandchildren gathered 
at the anniversary dinner to felicitate 
the “bride and groom” and to wish 
them well. A son, Edward Fiebrich, is 
well known to the trade through his 
association with his father in the manu- 
facturing branch of the business. 





Albert Fiebrich 





Watersnake Continues 
To Be Popular Leather 


Boston, Mass.— Women’s McKay 
factories in and near this citv report 
continued activity, making shoes to 
meet certain popular prices, with the 
style idea predominating. Watersnake, 
both genuine and simulated, is a favor- 
ite material; white kid is also a favor- 
ite, as well as kids in reds, blues and 

ms, and many shades of suntan. 
atent leather shoes in combination 
with watersnake and mmetal are 
among the good sellers. ildren’s shoe 
factories report a big demand for 
patent leather straps; also elk leather 
combinations with sport soles. Men’s 
tan calf shoes are in demand by buyers 
to the extent of at least 60 per cent; 
black calf shoes are repo in good 
demand by buyers for evening dress 
nurnoses, as well as the more formal 
patent leather; men’s patent leather 
pumps with bows are also selling wel. 
Manufacturers are looking ahead to a 
greatly increased business as soon 4s 
the new shades for fall are determined. 
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Models 
in the 
Show 


These are photographs of the chil- 
dren’s style show recently gt on in the 
windows of the big store of Almy, Bige- 
low & Washburn, of Salem, Mass. The 


show ‘was designed to 
advertise ‘“Kali-sten- 
iks” shoes for children, 
made by the Gilbert 
Shoe Co., of Thiens- 
ville, Wis., and the af- 
fair was planned and 
supervised by the com- 
pany’s New England 
representative, John M. 
Ahearn. The little miss 
shown alone in the win- 
dow is three-and-one- 
half-year-old Joan Mc- 
Clutchy, “Miss Kali- 
sten-iks of New Eng- 
land.” The street 
in front of the store was crowded 
during the show and a decided 


increase in business nas been noted 


since. 








Howard S. Rue Now 
with J. Edwards & Co. 


Succeeds Thomas Edwards in Big 
Philadelphia Company 


PHILADELPHIA, PA.—Howard S. Rue, 
formerly of the leather house of H. S. 
Rue & Co., has succeeded to the office 
and duties of ‘Thomas Edwards, who 
has resigned from the organization. of 
J. Edwards & Co. of Philadelphia, 
manufacturers of children’s shoes. 

Mr. Rue will concern himself chiefly 
with the sales end of the Edwards busi- 
ness, and he brings to his duties a wide 
and general knowledge of the shoe busi- 
Ness gained through many years of 
contact with the industry in all of its 
phases. 


Eugene Jones to Manage 
International Branches 


New Yorx Crry—Eugene Jones, for’ 


years identified with the W. H. Mc- 
Elwain Shoe Co. as traveling salesman 
and in an executive capacity, and later 
with the International Shoe Co., since 
the latter took over the McElwain 


| business, 





as manager of this city’s 
branch of Morse & Rogers, was recent- 
ly appointed as general manager for 
both the Morse & Rogers and Hutch- 
inson & Winch, Boston International’s 
branch. The appointment was effec- 
tive April 1. 

Mr. Jones is one of the best informed 
men in the industry as to the require- 
ments of the sellers and consumers of 
footwear. His appointment, regarded 
as one of the most important in the 
trade, is particularly pleasing to his 
wide circle of friends; and is inter- 
preted by them as a mark of the con- 
fidence which the Western parent firm 
has in their Eastern representative. 
He will make his headquarters at the 
— & Rogers branch, New York 

ity. 


New Woven Effects 
in Spring Footwear 


NEWBURYPORT, Mass.—The* F. E. 
Adams. Shoe Co., makers of women’s 
fine turn footwear, are featuring in 
the new spring lines Belgian kid in the 
new weave effects. This new creation 
is being used both in whites and in col- 
ors. e Adams factory continues busy 
following a very satisfactory’ Easter 
run. Orders now are booked several 
weeks in advance. Pumps, one-straps, 


+} and sandal patterns are being featured. 





et i edie eal 


WHERE TO BUY 
Slipper Supplies 


6 OP ee ee ee EP 


POMPOMS AND ROSETTES 
The righ _————- - the right price. 


ae ane on request. 
HY-GRADE SLIPPER SUPPLY OO. 











683 Breadway New York City 





Oe 


WHERE TO BUY 


Dancing Tabs 


6 eee 





CLOG DANCING 


TAPS 


Made of special aluminum metal eo as to give 
the desired ring. Hasily attached. 
PRICE 20c Per Pair 
BROOKS SHOE MFG. CO. 








1725 No. 6th St., Philadelphia 








The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 


i i A i i el 


WHERE TO BUY 


W omen’s Shoes 


66 A EP 





TO RETAIL TO RETAIL 


\ 





REST-O-ARCH 
Novelty Corrective Shoe 
15 STYLES IN STOCK 
mt Sat Sree 


Catalog on Request 


GALE SHOE MFC.CO 
MANCHESTER, N. H. 
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WHERE TO BUY 
Wooden Beach Shoes 





= 


On Approval—Wooden Sandals 


To convince you we 
will send you one dozen 
assorted on approval. II- 
fustrated folder mailed 
on request. 












ag 
GOLD SEAL hea tern 


636 Broadway, N.Y. Ne. 500—Same with hi 





1 iad 








ili 


WHERE TO BUY 
Children’s Shoes 























Get That Summer 


Business 
[CONTINUED FROM PAGE 49] 


companies on hand to furnish custom- 
ers and to use as material for displays. 
The traveling bag is always a 
“property” for window — as well 
as to use in newspaper advertising. 

One might assemble three or four 
styles of shoes and label the selection 
as a “Travel Shoe Kit” and put one 
price on the lot. This would allow for 
some advertising and would take care 
of the sale of extra pairs. _ 

Here are some copy ons that 
may stimulate one’s thought in putting 
forward the idea of vacation footwear. 

“Can You be a Good Sport? Not if 
your feet hurt, of course. Not if you 
wonder whether you have the right 
things to wear. Not if you don’t like to 
do what the others are doing. 

“Now there’s a whole lot of sports- 


manship in shoes. If fit 
the occasion and fit your feet, it’s easy 
to be a g sport. 

“But if they don’t, well, it’s too hor- 
rible to think about. You'd better be 
safe before you start. Be sure you won't 
be an odd number. Get the right shoes 
here, now.” 

Another idea follows: 

“The ‘tenderfoot’ gets the Razz—It 
seem demoniacal to fellow who gets 
the razz, but summertime is sport 
time and jokes spring up from the most 

. If a person's feet 
hurt they are almost to develop 
some laughable characteristic of limp- 
ing or sitting down when they 


are su 
to be standing up. It isn’t a 
matter, ees duo Rates Se be clhgled 


“And, strange as it may seem, there’s 
always hablt about feet 
that don’t stand up to their job.” 


The f carried out in 
light vein bat’ f 


it has a semblance of 








truth which is reason enough for its 
being written. If one can, by word, 
put a thought into the mind of the 
prospective purchaser, there is an ex- 
euse for stretching a point a bit. 

Just one more copy suggestion might 
be put in here: 

“New Places — Strange Faces — On 
your vacation most everyone you meet 
will be a stranger. They'll judge you 
first by what you wear, then by how 

ou act, and yjnally they'll come to 
ow you. 

“Now that is why you'll see our 
shoes all designed’ for particular 
wear — » particular ~ occasions. 
It is part of our conscientious service 
to see that you are properly shod dur- 
ing vacation days. Sport shoes, walk- 
ing shoes, dancing shoes are all empha- 
sized, not because we want to sell them, 
but because we want you to feel com- 
fortable and in place wherever you go 
this summer. 

“Ien’t that the kind of service you 
want from your shoe store?” 


How to Merchandise 


Canvas Shoes 
[CONTINUED FROM PAGE 67] 


ers “to carry her boy over” in footwear 
until she would buy hima pair of low 
cut leather shoes. If you sell a pair of 
canvas in March, you are sure to sell 
another pair in August. 


ROM the fifteenth of September to 
the first of October, we sell more ten- 
nis than any other month in the year; 
the children have worn out their vaca- 
tion shoes by that time, and decide that 
they want another pair to finish up the 
outdoor season. It is a good plan to 
carry plenty of sizes and types of can- 
vas footwear. As this is a family store, 
we carry canvas for the whole family. 
Canvas constitutes one-sixth of my 
stock, one-half of which is devoted to 
children’s, including boys’ goods. We 
ca five different wre of sneakers 
for boys, with black rubber, crepe, and 
suction soles, including the laced to toe, 
bal styles, in brown and white in the new 
coffee color and in = But of all 
colors, the boys like the white sneakers 
best—and then they like to get them 
just as dirty as possible—in fact, I have 
even seen them rubbing dirt into a 
brand new pair—so as to give them a 
“professional” look. FromJunethrough 
October I usually devote an entire win- 
dow to canvas. During July and Au- 
st, as there is a nearby rocky beach, 
feature bathing shoes prominently, in 
colorful patterns, for the ladies, as well 
as for the children. I never take canvas 
out of my windows, except when I am 
concentrating on Christmas merchan- 
dise during ber and November. 


FEATURE quality canvas, but carry 
a few pairs of the $1 and less grades, 
to demonstrate the better wearing qual- 
ities of the $2 and over kind. I tell the 
public that it is simply a waste of 
money to buy a > ae canvas sneaker 
for boys’ wear. —— stunts help to 
move more pairs of canvas. Just now, 
vol, indeting 5 Wapeobs donee ae 

a e e 
children wearing white 


cipating 
canvas . I cannot stress too 
strongly the intensive interest of mer- 
chants in the school Ss, and school 


activities, generally. For instance, our 
white canvas shoe for school girls, lined 












with a plaid silk, featuring the school 
colors, made “a big hit.” Of course, the 
girls wore the shoes with tops turned 
over, giving a very pretty cuff effect. 
I have also found that it is a good idea 
for the merchant to join the various 
fraternal and civic associations of the 
town; to attend the various trade con- 
ventions and style shows, and to co- 
operate with the local boards of trade 
and women’s clubs, in style shows. 


J. Katzman Abroad 


PHILADELPHIA, Pa. — J. Katzman, 
president of the French Beading & 
Novelty Company, of this city, sailed 
on March 4 for Europe on his regular 
semi-annual market trip. His tour 








J. Katzman 


will take in Paris, the German centers, 
and Czecho-Slovakia, and will continue 
until June. He will observe the style 
trends in shoe ornaments and secure 
the most desirable of the new mer- 
chandise and ideas in cut steel, rhine- 
stones and beaded ornaments and 
buckles. 


Hood Rubber Co. to Hold 


National Window Contest 


Boston, Mass.—The Hood Rubber 
Co. will hold its annual National Can- 
vas Shoe Week from May 27 to June 8. 
Dealers will be asked to make a spe- 
cial drive on canvas rubber soled shoes 
by displaying them in their store win- 
dows and interiors, as well as adver- 
tising them in their local papers. The 
Hood Rubber Co. supplies window ma- 
terial and newepenes mats. 

Dealers entering the contest are re- 
quired to send a Late: age of com- 
peting windows as well as proofs of 
newspaper advertising to the Hood 
Rubber Co.’s office. ere are four- 
teen prizes for various classes. The 
first prize in each class is $100; the 
second prize, $50. There are seven dif- 
ferent classifications, comprising stores 





the smallest town to the largest 
city. 
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Every customer with 
Crooked Heels Needs them- 





is glad to be told about 
them-usually buys them 


The power of suggestion in salesmanship was 
never better exemplified than in the case of Dr. 
Scholl’s Walk-Strate Heel Pads. 

Make a customer conscious of the unsightly 
appearance crooked heels or run-over shoes pre- BEFORE 














sent; how they spoil one’s looks and walk, grace 


and poise—and see how quickly and easily you 
make a sale of Dr. Scholl’s Walk-Strate Heel Pads. 

Run-Over 
costly to lk 


Therefore, don’t wait to beasked for them. The 
need is obvious. The simple power of suggestion 
on your part is allitneedsto greatly increase your 
sales of this popular specialty. 
Our national advertising behind this fast-selling 
item is heavier than ever. Following are the 
—thicken apr 
The .reason your § 


magazines carrying Dr. Scholl’s Walk-Strate Heel 





Pads: 


WOMAN’S HOME COMPANION SMART SET 
PICTORIAL REVIEW TRUE STORY 
DELINEATOR PHOTOPLAY 


Order asupply formenand women at once. 
Sizes: Women’s 1-2, 3-5, 6-8; Men’s 6-8, 9-11. 
Price, $2.75 per dozen. Retail at 35c pair. 


THe ScHott Mree. Co., Ine. 


Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 
62 West 14th St., New York 112 Adelaide St., East, Toronto 
Granville Square, London, E. C. 
Branches in the leading cities of the world 





and heels wear dows 
is because the we 
body is off balan 
slovenly, ruins shq 
all, it thickens the 
Wear Dr. Scholl's 
Pads in your shoes an 
these faults. They aq 
distribute .the weigh 
preserve shape of you 
walk gracefully, co 
pairs. Sizes for men 





shoe, dept. and dru 


D«Sc 


Walk-Sira 


a 
e€ the 


earin 


8 fault b 
Strate Hee! 


Dr Scholl's FF Lishoss 


Walk Strate Heel Pads 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED Wheu advertisers desire answers to come in 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. 
LINES WANTED vertisers desires replies forwarded direct to 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ed- 
vertisement and paid for accordingly. 








Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 











SALESMEN WANTED 


SALESMEN WANTED 











To travel in the States of Ohio, 
Indiana, Illinois, Wisconsin, Mich- 
and New York and a 
ha nm =f and up-to-date 

Wom: Arch § 


Shoes, pater S, at at and $8, and 
y an old and reli- 


a producer do not 
“Give. Soden connection, 
~ a. etc. 


NATURAL amioes DIVISION, 
CRADDOCK-TERRY COMPANY, 
tYNCHSURG. VIRGINIA. 


SALESMEN WANTED 


a in connection with a 
Seen f 


fast wane ’ strictly 

novelty shoes in territories in the 

Rocky Mountain .States, includ 
Dakotas, Mon 


line. of athoes iced retail 
Excellent ner 


$4, 6. 
Low ena for * ole earnings for sales- 
with tablish trade and 
following in these territories. When 
replying, give references and state 
experience. Address 68-58, care 
Boot and Shoe Recorder, 80 Federal 

St., Boston, Mass. 


Want a producer with estab- 
lished business who works his 
territory close, to carry our line 
exclusively in the following ter- 
ritories: Georgia, Kentucky, 
Tennessee, Pennsylvania, Iowa, 
Minnesota. New line ready 
April 15th. Substantial earn- 
ings to the right man. 


RAMSEY’S INC. 
347 Rider Ave., New York City 
New York 

















Diamond Shoe Co. 


to 


DIAMOND woe. co. 
138 Duane St., N ew York, N. Y. 








Coast Salesman Wanted 


Wonderful [tangy Am ge from Texas, 
Over hundred 


st. 
established high grade 
known 


. yo Bou- 
doir slippers. Mon t aga 
earned commission. those of dig- 
nified personality, experience and good 
references need apply. 


STONE SHOE COMPANY, INC. 
71 Fifth Avenue, New York, N. Y. 























WANTED 


Salesman, familiar with selling 

women’s medium grade McKay 

space Se S to wholesale trade. i ‘or the 

righ , a geet ee position open. 

Apply “B68 Boot and oe 

eer, 80 Federal St., Boston, 
ass. 





WE desire the services of a competent repre 

sentative, mage gt familiar with hosiery. 
Only men capable =e the best buyers 
and merchandise men in the trade and = 
with the modern trends in merchandisi 

ly. We manufacture a well-known By of 
fall fashioned and seamless hosiery and if you 
can work on a strictly commission basis, write 
immediately giving experience, references and 
outline your ry. Communications strictly 
confidential. Box 505, Rosemont, Pa. 





LINE WANTED 


XPERIENCED salesman wants line of 
ladies’ novelty shoes to retail from three to 
six dollars. Western Pennsylvania and Eastern 

onic References supplied. Address B-69, 
care Boot and Shoe Recorder, 80 Federal St 
Boston, Mass. 


} ig gpa age salesman wants line of wom- 
wality shoes to retail from seven-fift) 
to om lars. A-1 references. Western Penn- 
sylvania and Ohio. Address B-70, care 
and Shoe Recorder, 80 Federal St 

on, Mass. 











New York district representative. 
Past, ten years with two leading 
men’s and ladies’ welt manufactur- 


Shoe Recorder, 239 
New York City, N. ¥. 























EXPERIENCED Salesman desires line 0! 
Men’s Shoes to retail at four an! 
Sve dollars. eveland vicinity. A-1_ refer- 

Address B-60, care Boot and Shoe R 
coder. 80 Federal St., Boston, Mass. 


SPS shoes for Alabama, men’s or women’: 
Robbins, Florence, Ala. 


EARNED Salesman wants line 
Women’s snappy shoes to retail at three 
pee dollars. Cleveland and vicinity. A-) 
Address B-66, care Boot and Shc 
Recorder, "80 Federal St., Boston, Mass. 
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LINE WANTED FOR RENT MERCHANTS’ NEEDS 











FA "food standing am pF nny 4 — with SHOE DEPARTMENT FOR RENT in one 
Siatee tarstory buy- of the finest and largest department stores 
¢ direct | ape Ay pm | i re ddress —-«s'.2 Central Wisconsin City of 37,000. Would 
facturer where big a's like to lease the department to some progressive 
IF» core, Best. a cog . reliable concern that carries a general line of 
Madison -» Chicago, Il men’s, fadies’ and children’s shoes, pular 
pee, Address B-68, care Boot ae Shoe 

ecorder, 80 Federal St., Beston, Mass. 





POSITION WANTED 








BUSINESS OPPORTUNITY 








POSITION WANTED 
Seventeen years Stock Department experience. Six 
jo gh in om of styling, merehandis- 

eperati actory, Stock Department CAN HAVE BUSINESS PRO- . _ 
heping Men's a Women’s dress welts of U A ig ae | the bt a pow 

a Annual business Circulation, ete., requ y the Act o 

income in fees. new system Congress of August 24, 1912, of “‘Boot and Shoe 

| aay om Be gy Ramee | a New York, N. Y., 
or Ap ’ le te o assachusetts, Count 
adress Bi 8, care Boot and Shoe Recorder, with of Suffolk, ss. . 
» Boston, Mass. all the trade you No capi- Before me, a Notary Public in and for the State 

idee 8 no agency or or and county aforesaid, personally appeared William 

i ‘Stephenson M. LeBrecht, who, having been duly sworn accord- 

tory, 21 Back ing to law, deposes and says that he is the Busi- 
ness Manager of the Boot and Shoe Recorder 

Publishing Company, publishers of the ‘“‘Boot and 
Shoe Recorder’’ and that the following is, to the 


SALES EXECUTIV E best of his knowledge and belief, a true statement 


9 of the ownership, management (and if a daily 
WHO CAN SELL MERCHANTS’ NEED paper, the circulation), etc., of the aforesaid publi- 
— a bar oy ¢ aess = the "ego. 
° on¢ ° . required by e ct o ugust " 12, em- 
desires position with substantial bodied in section 411, Postal Laws and 


oy U lations, printed on the reverse of this form, to 
firm manufacturing women’s, Window Decoration ue 


misses’ or children’s shoes. Long and maker of 1... That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 


and successful acquaintance with Roll agers are: Publisher, Boot. & Shoe Recorder 
Pa Season. Pub. Co., Boston, Mass. ; Editor, Arthur D. Ander- 
the trade. Best of references. POS... BE .. Py, son, Brookline, Mass.; Managing Editor, Arthur D. 
EMIL RUBLACK ipa a = .. —_y ~~ Managers, 
m M. recht, ngham, 88. 
Address B-67 140-142 West Broadwa: 2. That the owner is: (If owned by a corpor- 
Boot and Shoe Recorder Betablished 1903 New York ation, its name and address must be stated and 
also immediately thereunder the names and adresses 
80 Federal St., Boston, Mass. of stockholders owning or holding one per cent 
- dl more of total amount of stock. If not owned 
a corporation, the names and addresses of the 
iwatvideat owners must be given. If owned by a 
' . . . firm, —-, or other ge ny ny its 
P : name and address, as well as those of each in- 
P ye pb gg ot = eA i. dividual member, must be given.) 
young married with twelve years of suc- i United Publishers Corporation, New York, 
cessful aepertonss and proven ability. andont U. P. ©. Stockholders in excess of 1%: Lee. 
man and oa shadow timc baer know mz weed, state iesiewen* i Cite ~~. s Ruchange Place, 
’ ew or Frederic evens 
help and win trade, now employed, but wish a (See Note) 28 Prospect Terrace, Montclair, N. J. 
to make change where opportunity for advance- af (B) United Business Publishers, Inc. (See Note) 
ment will be greater. If in ane 6 a competent, 239 W. 89th St., New York, N. Y. 
well trained, dependable shoeman with A-1 NOTE: Stockholders of (A) Frederic ©. Stevens 
“prem ogg we aie care Boot and Shoe o. % «4, a = es _— Sees me 
ler, 80 Federal St., Boston, " ork, N. Y.; F. C. vens, Jr., 325 West En 
atees 2 ‘ Ave., New York, N. Y.; Velma I. Stevens 325 
West End Ave., New York, N. Y.; Frederic C. 
Stevens, 325 West End Ave., New York, N. Y.; 
Ruth 8S. Kane, Montclair, N. J. 
g gp oe of (B) b nay poe 
‘ " uer, - 
e : ee y, shing, L. Pa ™ 4: 
ly if you want business x George H. Buzby, Philadelp hia, Pa.; J. 'W. Davis 
to Z it. Y : & Co. (Partnership) New York, N. Y.; Anna B. 


to increase. It takes a good salesman 
John J. Skally, 803 Church St., Mobile, Ala - : Frank, Pleasantvi le, a. ai Fritz J. Frank, 
: Higginson & Co. (Part- 


















































Pleasantville, N - ¥.3 
rship), New York, oe Y¥.; G A. Musselman, 
Philadelphia, Pa.; A. Pearson Montclair, N. J.; 


TO LEASE : , ee Lelia C. a + oe eoantee N.J5.; F. C. Stevens, 
4 P i .", York, ¥.; Harry E. Taylor, Montclair, 

‘8. ‘That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per 


cent or more of total amount of bonds, mortgages, 
or other securities are: (If there are none, so 


Space to Lease for Popular state.) 
one. 

oy W. 9 | 4. That the two paragraphs next above giving 
Priced omens and Chil- ) the names of the owners, stockholders, and se- 
. curity holders, if any, contain not only the list 
dren’s Shoe Department, of stockholders and security holders as they ap- 
i“ pear upon the books of the company but also, in 

cases where the stockholder or security holder 


on First Floor of an Active appears upon the books of the company as trustee 
or in any other fiduciary relation, name of 


Store cellent + Pa the person or corporation for whom such trustee 
Ex Location. 2 . is acting, is given; also that the said two para- 

e graphs contain statements embracing affiant’s full 

Wire or Write G ran d : knowledge and belief as to the circumstances and 
conditions under which stockholders and security 


Leader, Inc., Houston, i i aie on trustees, viola. stvek and Peearies fn 
other than wner ; 
Texas. April ret Se Shoe Dealers can Sad this af@ant has no reason to believe that any 
serene their by carrying other person, association, or corporation has any 
fn th = es, sapectally’ 1 the cos atamees — S + in mo sock. bonds, 
_———S shoes e ot! securities n as 60 6 

a I ay a a Eg 

an e ic ‘ issue 0 ublication sold or distribu 
thro the mails or otherwise, to paid sub- 
HELP WANTED for P No. 11-X neriber éuring the six months preceding, the date 
Ask ‘ortfolio shown above ormation is re- 

daily publications only. 
Tue Oscar ONKEN Co. i t~ f Busi Ma William M. 
EXPERIENCED shee uarer for chain store 611 W. 4th Se. Lestat "Swern to > ona cubseriied before =e this 
full particulars, av. . 30th day of March, 1929. 

ond wa 5, ecorder, to Ww. Cincinnati, Ohio Margaret M. Murphy, Notary Public. 

39th St.. New York City, N (My commission expires December 12, 1985.) 
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WANTED TO PURCHASE 






























H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices, 
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WINDOW 


DISPLAY FIXTURES 
Made 

















If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER 


624 Broadway New York 
Phone Spring 1443 








TO BE SURE THAT YOU RECEIVE 





























Whites Show Increase 


in Cincinnati Factories 


CINCINNATI, OHI0—One or two fac- 
tories in Cincinnati are being operated 
at capacity, working on orders booked 
early for and June delivery. Pro- 
duction in district as a whole is 
showing a gradual increase. 

One factory has a full two weeks run 
on whites for a large Eastern concern 
half of the order to be shipped Apri 
15 and the other half May 1. A great 
deal of the cutting that is being done 
at all of the local factories is on whites. 

There is a strong demand at this 
time for lightweight oxfords and san- 
dal-effect ties. 


McCain Leaves Shoe Mart 


Sr. Louis, Mo—M. M. Cain, vice- 
resident and general manager of the 
hoe Mart, has resigned his position 


with that comeeay to devote his entire 
time to the ain-Wright, Inc., or- 
ganization, of which he is general man- 
ager. 

This business has expanded to such 



















This is 





A.W.G 


12 Duncan St. 7 





RE 





for Greeley Boudoirs is the ex- 
clusive stores which carry them. 
Always in charming styles— 
always perfect in workmanship. 


slipper which wins and 
holds trade. Can we send 
you samples and prices? 
Or ask your jobber. 


ELEY 


Haverhill, Mass. 
Teet 







ent we. know of 


The best argum 









a hand-turned 























Write for Samples of Window Fabrics 
and Window Valances 


THE HECHT FIXTURE CO. 
283 South Wells St. CHICAGO 














LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT Expensive 
SAMPLES UPON APQUESE 

















an extent that it requires all of Mc- 
Cain’s attention. McCain-Wright 
organization at present is operating 
twelve shoe departments, having re- 
cently opened one in Bentley’s store at 
Dayton, Ohio. 

number of leases are under con- 
sideration at present which will in- 
crease the present number of stores 
considerably. The capitalization of the 
company has been increased to meet 
the development program under con- 
sideration at present. Mr. McCain has 
been with the Shoe Mart since 1914. 


New Shoe Store 


STAUNTON, VA.—Lovett Bros. has 
bought the Timberlake Shoe Co., Inc., 
at this city. After four weeks, during 
which the store was closed for altera- 
tions, it opened about April 1, with 

















Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


everything new, 
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THE UNITED 
CUSHION “D” HEEL ulffep 


eget CUSHION HEEL 
STYLE 


AND 


GOOD SHOEMAKING 





ITS ARCHED CONSTRUCTION Look for the 
MAKES THESE 


QUALITIES ENDURING D 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 
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HEN a shoe doesn’t move for a 

year it is dead. When it is dead, 
bury it. It has no place in a live shoe 
store. The battle for business between 
price and style is always won by style. 
What is a store to do when style has 
departed from a line of shoes? We 
will tell of a policy that has made 
money for a store, for the whole town 
knows that it sells new goods only. 
How the public hates old stuff, even on 
a bargain table. The exorbitant cost 
of selling old goods is an item worthy 
of consideration. We give a plan that 
is almost perfect in next week’s issue. 


WO stores, side by side, one typi- 
cally men’s, the other for women, 
each a separate entrance, but a com- 
mon wrapping desk, service department 
and bookkeeping center. How a regu- 
lar family shoe store was remodeled to 
keep up with this age of specialization. 
What have you done with your 
novelty boots which, three months ago 
were worth $12 per pair? A clever 
sales girl discovered that the uppers 
could be cut and refashioned into ox- 
fords, and the boots moved to the last 
pair at $3. 
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VULCO-UNITE 
BOX TOES 


vv 


FOR SCHOOL AND 
PLAY SHOES 


ae is essential today even in children’s 
school and play shoes. . . . Yet, above all . . . 
children’s shoes must be durable. At the 
toe ... where style is most evident ... where 
the wear comes hardest ... Vulco-Unit Box 
Toes provide the ideal combination — 
lasting style and comfort together with 
rugged wearing qualities 


; — 
BECKWITH MANUFACTURING Co. 


Manufacturers of Vulco Products 
STATLER BUILDING : BOSTON, MASSACHUSETTS 











